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“It is well for a man to respect his own vocation, whatever it is, 


* 
and to think himself bound to uphold it and to claim for it the 
respect it deserves.” — Charles Dickens. 
4 
ie . a <i 
OFFICERS In the Editor's opinion— 
e + 6 © 
i ae Money is still in a stage of flux 
Herbert R. Fullerton - - - Vancouver x Since late summer, signs have appeared indicating that money was 
loesening. Some lenders were offering conventional mortgages at 7% —a 
drop of 14% to 34% or over. 
Vice-Presidents * As inost financial houses are finding that monies coming in from place- 
Si Loe ere ments made in other years are beginning to stockpile— they apparently feel 
S.L. Melton - - - - - - Edmonton % if necessary to dispose of their surplus at a reduced percentage return. 
A prime key suggesting that more and more money is flowing may be 
seen by the market drop in percentage returns from the purchase of short- 
Regional Vice-Presidents * term treasury bills. 
oe a a’ These bills are issued by the federal government to secure operating 
Mladin Zorkin- - - - Nanaimo, B.C. funds and are usually sold with a 90-day currency. 
a B. Simenito - - - Winnipeg, Men. * Method of sale for treasury bills, follows, in a reversed sense, the auction 
sordon Page - - - - Moncton, N.B. : : 3 
& Nf method. To give an example: Firm X, a large operation, has sold $50,000 
C. F. Whynacht- - - - Halifax, NS. og 5 z . js 
& PEL. 4 worth of securities on a favourable market with intentions of using the money 
P. J. Harvey - - - - Brantford, Ont. : : : : 
lip se SO ee for plant expansion in 1961. The comptroller of Firm X now has $50,000 which 
D. P. Woodley - - - Saskatoon, Sask. will sit idle for perhaps 180 days before it is needed for construction costs. 
*% The comptroller, not wishing to see the firm’s money lying idle, instructs 
his banker to purchase — say, $50,000 in 182-day treasury bills. Bills can be 
EDITORIAL COMMITTEE bought for as little as seven days on the open market). 
* ; ; ‘ : 
iil lathe In the meantime, several other corporations and firms with fluid funds, 
George Calladine finding themselves in a similar position also advise their bankers to buy short- 
Harold Hare «= term paper. 
Garth Webb Through the auspices of the Bank of Canada (the Banks’ Bank) each of the 
Roger Desmarais Chartered Banks plus other authorized bond houses will send in bids to purchase 
* government short-term paper. 
Continued on page 5 
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how to 
control 
salesmen 


by G.E. Clemes 


No real estate broker wants to un- 
dertake to tell another how to run his 
business but many members of our 
Boads are quite willing to explain 
their own techniques and ideas, and 
thus give to others the benefits of 
years of experience. 

It is therefore my opinion that the 
question of how to contro] salesmen 
is pointed directly at management. 
Sales management is now far more 
than the direction of salesmen. More 
than ever before, good sales manage- 
ment has been incorporated into all 
the problems of business. That is why 
we need men at the sales helms who 
are good business managers. We need 
them for the sake of the Company, 
and for the salesman’s sake as well. 
The need for sound constructive sell- 
ing calls for leadership of a high 
order. 

* * * 

The manager must spark the whole 
business, from the salesmen to the 
office staff. In order to control the 
work of his salesmen a manager 
should be a man who has had actual 
experience in selling. To handle sales- 
men effectively, the sales manager 
must, himself, be thoroughly familiar 
with all phases of the business. No 
sales manager in an office large or 
small, should list or sell properties in 
opposition to his staff. When this 
occurs in a small office, invariably one 
salesman becomes the broker’s “pet’’. 
The broker and the salesman may do 
very well but the two or three others 
just tag along. 

Although the small real estate of- 
fice may have the reputation of being 
residential specialists, it is my opinion 
that such an office must be prepared 
to give service on property manage- 
ment, commercial and industrial real 
estate. This broad coverage of all 
phases of the business is, indeed, a 
necessity and gives the salesmen con- 





Mr. Clemes, a 17-year real 
estate veteran, is a Director of 
Chambers & Meredith Limited, 
Toronto. He manages House 
Sales and Country Devartments. 
He has been director or vice- 
president of the T-ronto Rec! 
Estate Board for seven years 
and introduced the educational 
system now in effect at that 
board. 


Mr. Clements was also instrumental in bringing the 
American Institute of Appraisers to Toronto and Canada 
for the first time 


fidence that they belong to an organi- 
zation that is here to stay. 


* » ~ 


The theme song of this article is 
contained in the word “CONFI- 
DENCE”. I like to feel that I lead 
salesmen, rather than control them. 
There are many ways of building 
goodwill within your organization. 
Never make a rule that will stand in 
the way of a sale unless absolutely 
necessary. There is no such thing as 
a rule that is good for the office but 
not for the salesmen. 


* * * 


I believe that “knowing where you 
stand” is of prime importance to 
everyone within the organization. 
With this in mind I recognize the 
value of having regular Monday morn- 
ing Sales Meetings. My sales force 
has come to recognize them as part of 
the week’s work. Each salesman 
reports verbally how many sales and 
how many listings he has made; also, 
how many “Sold” and “For Sale” 
signs he has erected. Advertising for 
the week is allotted and we have a 
full discussion of the week’s listings. 
This is most important, as these list- 
ings are the articles you have on your 
shelves for sale. Each salesmen in 
turn is allowed to speak. 


At the end of every month my office 
staff furnishes me with a complete 
resume of the month and the year’s 
sales — showing how many houses 
sold, their total value, total commis- 
sion earned, total advertising, and 
percentage of advertising against 
earnings for each salesman. I insist 
that every salesman sees this report 
because I believe that a happy and in- 
formed group of sales people make 
the “partnership” click; that is basi- 
cally the arrangement on which I 
operate. 


As the week goes by, I take notes 
of all mistakes and errors made by 
my salesmen. My talk at the meeting 
embodies all these problems. I never 
mention the salesman’s name but use 
these errors and other suggestions as 
examples for instruction to my sales 
staff. 


* * * 


The Sales Manager who has a clear 
vision of his job has made the first 
step in building up an efficiently con- 
trolled organization. Sales manage- 
ment is not an easy task. It requires 
both thinking and acting. Every sales- 
man is different and an understanding 
of his problem is impossible unless the 
task is carefully analysed. The suc- 
cessful Sales Manager gains confid- 
ence and control if he takes nothing 
for granted. He should never become 
impatient. If he feels tempted to do 
so, he should stop, and remember that 
if there were no problems there would 
be no need for management and his 
power to lead or control would come 
to an end. There is no magic formula 
for leading and controlling salesmen. 
The answer is simple and it could be 
made more simple by the application 
of a few basic principles: 

The first principle is honesty and 
straightforwardness” with your staff. 
The second principle contains “per- 
sistence and fairness” which, in turn, 
must be coupled with courteousness, 
good manners and friendliness. With- 
out the latter three traits, there is 
little value to persistence or fairness. 


. * . 


There is one important success 
factor in control of staff that must 
never be minimized and that is 
“office morale”. What must we do to 
maintain it and what must we avoid, 
in order that it may not be destroyed; 
and what are the ultimate benefits? 
We must associate the word “respect”, 


nonanornsWwe™ & 


with all things done and said, to our 
salesmen associates. 
* * - 

Then there is the factor of courtesy 
which is one of the foundations of 
good office morale. A good co-opera- 
tive spirit and interest within your 
staff, is a necessity. Laxity in this 
principle can disrupt business and 
lose control for management. 

The ultimate benefits of high mor- 
ale in an office, assures control and 
means that everything is working to- 
ward a common goal of success. Cer- 
tainly a co-operative and friendly 
spirit minimizes petty jealousies be- 
tween persons in the office and puts 
leadership and control in a command- 
ing position, 

That “solid something” which we 
call morale cannot be hidden. It is 
either good or it is bad; there is no 
happy medium. 

* « * 

Working alone most of the time — 
if not all of the time —a salesman is 
open to many temptations to loaf 
upon the job. Whenever a salesman 
yields to such temptations, his daily 
sales average soon declines. Every 
minute of the working day that is not 
spent in the interest of his Company, 
is time, and hence, money — which 
he virtually steals from his Company 
and himself. This is true, even in 
cases where a saleman works on a 
straight commission basis, with the 
understanding that he will devote his 
full time to his Company’s interest. 
It has been often said that “a chain 
is only as strong as its weakest link” 
and so it is with your business. It 
is only as strong as the selling power 
of each individual salesman. 

What your salesmen do on the firing 
line determines the amount of smoke 
that will come out of your chimney. 
This smoke is in direct relationship 
to your selling force and is fanned 
by good leadership and control. 

Our own staff seem to be responding 
to this type of salesmanagement con- 
trol for two-thirds of the salesmen 
have been with the company for 5 to 
15 years. 


EDITORIAL 
Continued from page 3 

As the bankers call it, the highest 
bid gets the amount of bills they have 
subscribed or bid for. Actually in the 
correct literary sense, it is the lowest 
bidder who gets the favourable nod, 
for the banker who offers to purchase 
X quantity of bills and is willing to 
accept the least interest is the bid so 
recognized. All bids are sorted each 
Thursday morning by Bank of 
Canada officials who issue a public 
report later that day announcing the 
average bid. 
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In August 1959, due to the tight 
money situation, the Bank of Canada 
had so few people bidding for avail- 
able bills, that interest rate (per an- 
num) soared to over 6%. At time of 
this writing, bids were accepted at 
3.92% for 182-day bills and 3.70% for 
90-day bills. In November, 90-day bills 
went down to less than 2.5%. 

During the tight money market, the 
federal government was forced to pay 
premium interest rates to borrow 
money. At 1960 year-end closing, the 
government finds itself in a more 
favourable position. 

As a note of interest, each Thurs- 
day, the federal government, through 
its agent, the Bank of Canada, at- 
tempts to borrow some 29 millions 
through sales of 90-day treasury bills 
and some $25 millions through 182- 
day treasury bills. These treasury 
commitments are the most easily 
marketable securities known in 
Canada. A dealer or firm who owns 
treasury bills can immediately sell 
them through bond houses or banks. 
Of course the seller will take a depre- 
ciated value for the premature sale. 

Now that we have visible signs of 
reduced interest rates asked by mort- 
gage companies, this can also indicate 
that some building restrictions may 
be relaxed by lenders towards their 
builder-customer. To give one exam- 
ple, many lending institutions require 
that a builder have a good percentage 
of pre-sold units before receiving ad- 
ditional funds. 

A demand for low and middle-class 


houses may be satisfied if these res- 
trictions are relaxed. This may give 
the necessary impetus to our housing 
construction business. 

The relaxation of C.M.H.C.’s in- 
come limitations for direct loans will 
no doubt aid the economy next spring. 
It appeared rather too late last year 
to affect the building graphs. 

In The Canadian Realtor editorial 
of last November an appeal was made 
to C.M.H.C. to enter the resale mort- 
gage picture. Problems inherent to 
this type of financing will have to be 
thrashed out but there seems no real 
reason why N.H.A. financing couldn’t 
commence. 

ADDENDA: Since this editorial was 
written, Finance Minister Fleming pre- 
sented his “Baby Budget” which places 
restrictive measures on Canadians seek- 
ing foreign funds. To date we cannot 
predict what this will do to the Canadian 
money market. Some educated guessing 
figures that Canadian Investment houses 
will favour five-six-seven figure loans 
leaving the smaller developer to scramble 
competitively for what is left in the pot. 
If this occurs .. . if there is not enough 
money to satisfy the demand, you can 
expect a rise in mortgage interest on 
conventional loans. 

Because of this, sans further govern- 
ment intervention, we can expect an 
uncertain money market until late spring 
or mid-summer. In six months the pic- 
ture should have crystalized and we 
should know whether there are enough 
fluid funds to offset the drying up of 
foreign currencies. 


PRESIDENT STRESSES PROFESSIONALISM AND 
EDUCATION 


Education and raising of standards 
to a professional basis, was the theme 
emphasized by a prominent Calgary 
Realtor, Mr. Elmer Sanders, President 
of the Alberta Real Estate Associa- 
tion, at a meeting with Calgary Real 
Estate personnel at the El Rancho 
restaurant in December. He pointed 
out how, in other cities, the number 
of salesmen had dropped to nearly 
one half of that a year ago, and, that 
only those taking real estate courses 
and hungry for knowledge, were re- 
maining in the business. 


“The day of the part-time real estate 
salesman is all but disappearing, and 
confidence in the real estate industry 
has grown tremendously over the past 
eighteen months,” he declared. 


It was pointed out by Mr. Sanders, 
that in order to make a living, a sales- 
man had to work twice as hard to 
make the same amount as he did 
previously. High praise was given to 
those people in real estate in Leth- 
bridge who were taking advantage of 
the educational courses in real estate 


— one through the University of Tor- 
onto in which several of the local 
salesmen are enrolled for their second 
year toward a C.I.R. degree — and the 
other by the Appraisal Institute of 
Canada, who are the sponsors of the 
course in appraisal which is presently 
being conducted at the Lethbridge 
Junior College. It is these people, he 
stated, who will remain in the busi- 
ness on a professional basis. 

Emphasis was placed on a public 
relations program in order to inform 
the public just what knowledge the 
real estate salesman must have in 
order to pass the provincial examina- 
tion to obtain a license to sell real 
estate. The day of the fast turnover 
of personnel is gone, and this alone is 
enough to raise the standards across 
the board. 

In closing, Mr. Sanders stated that 
it was most satisfying to see the Leth- 
bridge Realtors so well organized, and 
able to sit down and discuss problems 
in a friendly manner with the best 
interests of the community and public 
as their theme. 








SHOULD A SMALL URBAN BROKER 
SPECIALIZE OR DIVERSIFY ? 


For Specializing 
Don LePage 

The firm of Harry LePage & Sons Ltd., Toronto, 
of which Don LePage is a partner, was started 
several years ago by the late Harry LePage (past- 
president of C.A.R.E.B.). Don joined the firm seven 
years ago after five years experience with another 
firm in the city. He now operates the business with 
his brother George. 

The firm specializes in estate sales, custom housing 
and other residential listings in the North-end and 
West-end of Toronto. 

Mr. LePage has sat on numerous committees of 
the Toronto Real Estate Board including Arbitration 
and Photo Co-op. 

Harry LePage & Sons Ltd. are considered to be special- 
ists but our operations in real estate are varied. Our firm 
is proud of the fact that we give the same competent 
personal service to owners whether their property is priced 
at $8,500 or at $85,000. 

In order to give complete coverage of the residential 
areas of the City, we have an office in North Toronto and 
another office in the west end of Toronto. We are mort- 
gage representatives of the Sovereign Life Assurance 
Company of Canada for Metropolitan Toronto and we 
have an established insurance department. In spite of 
these diversified operations, we do specialize. Our firm 
specializes to the extent that we restrict our operations to 
those fields of real estate in which we can give the best 
qualified service. 

The smaller urban broker can be compared with the 
corner grocer. Both businesses are built on personal 
service and a thorough knowledge of the products. In the 
corner grocery store, the shelves are lined with a bit of 
this and some of that. The lazy buyer will settle for the 
available product but the shopper must be sold on the 
merits of the available brand. In real estate, the days of 
the lazy buyer are over. Today the buyer must be sold on 
the merits of the product. We have only one product on 
our shelves. This product is service and it must be the 
best brand. I feel that we should strive to expand and 
improve our service by hard work and increased knowl- 
edge. Make it a better brand! 

If the broker can diversify his sales while maintaining 
the quality of his service, he is making a wise move. If 
diversification leads to inferior service, the broker’s repu- 
tation will suffer. Don’t damage your reputation; be pre- 
pared to specialize before you enter a new field of real 
estate. 


For Diversifying 
Bob Biggin 

R. E. Biggin is a partner in the Toronto real 
estate firm of Young & Biggin Ltd. He has been in 
business for five years and in his present capacity 
for four. At present, his 15-member firm shows an 
annual ratio of about 75% residential sales to 25% 
for rentals-commercial-industrial transactions. Mr. 
Biggin feels however that this figure could change 
yearly depending on circumstances. The author is 
an active member of the Toronto Real Estate Board 
and has been on the Photo Co-op Committee for three 
years. 


I feel that a small urban broker should diversify his 
sales. Specialization has not, in my opinion, contributed 
as much to the growth of our profession as diversification. 
My reasons, four in number, support the viewpoint which 
diversification creates: 


1. Growth of a Broker’s Office 

Many of our most successful Realtors grew from the 
small urban broker because they diversified. Their success 
blossomed from the seed of effort, fed by ambition and 
knowledge, producing the harvest of prosperous business 
they enjoy today. Had they remained in one field by 
specialization, this growth would not have developed. 
Certainly today’s public expect a broker to have a working 
knowledge of more than one segment of our profession. 
It is up to the broker to maintain a certain degree of 
growth, however small, for his own security in later years. 


2. Broader Coverage of Business 

Residential vendors often own or manage commercial 
or industrial properties which are to be offered for sale. 
Similarly every owner of a plant or store is a potential 
buyer of seller of a home. Indeed it would be a shame 
to lose this valuable connection simply because one would 
not venture into the other field, and give the required 
service. Naturally the broker would have to acquire the 
necessary education in these fields, which I shall deal with 
in the following paragraphs. To pass these opportunities 
by is to lose needed income. 


3. Steady Income from Diversification 

In times when certain forms of Real Estate may be 
quiet, the diversified broker can fill in the gaps, while the 
specialist may have to wait for resumption of activity in 
his particular field. The establishment of a steady income 
is the aim of every broker, and of paramount importance; 
any gaps created by inactivity in one field or another 
constitute a threat to his well being. Similarly, the steady 
activity diversification creates will lead to a better broker 
mentally and financially. A busy person seldom lacks 
education or income! His activity, listing or selling in 
other fields, actually creates business for the specialist in 
those fields! 


4. Broadening of Knowledge 

The specialist’s activity is limited to his field, likewise 
his knowledge. The diversified broker cannot stay on one 
track. He is forced by circumstances to broaden his 
education to other fields. He creates more interest in his 
work through development of fresh contacts, new ideas 
and a change of pace. Certainly he can, through a broader 
knowledge, serve the public more efficiently — particularly 
in the preliminary advisory role we must often assume 
prior to actually listing a property. 

As a closing comment, I can say that a broker who 
diversifies his operations CAN BE more of an opportunist 
than a specialist can. He can, by virtue of his broader 
knowledge of these varied fields of our profession, more 
correctly: 

A. Chart market activity. 

B. Predict the future trend of prices. 

C. Plan the operation of his business. 

In addition he will contribute more toward servicing 
the general public whom we serve, and assist his fellow 
broker by appreciating and understanding the problems in 
other Real Estate fields so closely allied with his own! 
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Just One Lawyer’s Opinion 


H. T. G. ANDREWS 


A doctor, a lawyer and an engineer 
were arguing which of the three pro- 
fessions was the oldest. The doctor 
said “God made Eve from Adam’s 
rib. That was the first recorded medi- 
cal achievement.” The engineer was 
not to be outdone “God created the 
world out of confusion and chaos, an 
engineering feat of even earlier date,” 
said he. The lawyer was at a loss, 
then, rather proudly he said “Ah! 
who but a lawyer could have created 
such confusion and chaos in the first 
place.” 

The story may on occasion reflect 
a seeming propensity of lawyers — 
sometimes genuine, sometimes calcu- 
lated, however, let the real estate 
agent apply it to himself. The agent 
fits in — God created realty. The con- 
fusion and chaos still existing in re- 
lation to it is too often the work of 
the lazy, careless broker. 

The agreement of Purchase and 
Sale is the basis from which the law- 


Sometimes the mortgage assumed is 
given a privilege it does not contain. 
Quite often the deal is scheduled to 
CLOSE ON A WEEKEND OR A 
HOLIDAY — impossible when Gov- 
ernment offices are closed. 

How are the parties to work out 
their differences? The lawyer must 
sometimes wonder if the agent’s atti- 
tude is “get them to sign and let the 
lawyers work it out.” It is not always 
simple, as the lawyer knows, when he 
tells his client — the purchaser, that 
the mortgage is really 6% per cent 
rather than 6 per cent; that it falls 
due in three years and not four and 
one-half years; that his private drive- 
way is really mutual, and so on. 

Granted, the agent usually gets his 
information from the vendor. But how 
much does the vendor know about 
Sale Agreements? The agent must 
make a reasonable effort to check up 
on his information — ask to see the 
vendor’s deed and mortgage papers; 


Cee eee 


Mr. Andrews received his B.A. from the University of Toronto and later 
passed his Bar examinations at Osgoode Hall. While at U of T he received 
the Honour Award and Gold Key for outstanding contribution to the under- 


graduate life of the student body. 


He is a frequent contributor to the Brampton Times and Conservator and 
has authored 52 by-lined articles — ‘‘You and the Law” for the Financial Post. 
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yer works. Too often he does not see 
it before it is signed. From the agent’s 
point of view, too often a lawyer does 
see it and the lawyer is blamed if the 
deal is “killed”. Usually there is good 
reason for the lawyer’s advice. The 
Agreement is supposed to characterize 
simplicity, accuracy and clarity. It 
should embody the entire understand- 
ing between the parties. Does it? Or 
has the agent been lazy and careless? 

Too often a vital point has been 
missed in the Agreement. The princi- 
pal amount of a mortgage is mis- 
stated. A mortgage particular is 
omitted. A driveway is mutual and 
this fact is omitted. The frontage or 
depth is misrepresented from five to 
twenty-five per cent. The water 
heater is rented and such is omitted. 
The mortgage interest rate is mis- 
stated. 

The Agreement may even mis-state 
the number of years remaining on a 
mortgage, or mis-state the privilege. 
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measure the property if need be; con- 
firm the principal balance of a mort- 
gage, its interest rate and other 
terms; check the tax bill — in effect 
he should learn as much or more about 
the property than the vendor. Not 
only will this information equip the 
agent to draw a precise Offer of Pur- 
chase, it should help him to sell the 
property. His efforts to obtain accur- 
ate information will inspire confidence 
from the vendor and his knowledge 
will impress a prospective purchaser. 

The lawyer falls heir to overt 
criticism from agents for “killing” a 
deal. Occasionally it is justified. More 
often it is not. Why should a lawyer 
approve the lazy, careless Agreement? 
It can easily lead to litigation while 
the agent sits tight with the deposit. 
Why approve a purchase obviously 
beyond the means of the purchaser; 
or, in going over an Agreement, why 
should the lawyer omit to point out 
that the mortgage falls due in two 





years and ask how the purchaser pro- 
poses to arrange payment? The law. 
yer is asked for his advice. He gives 
it. If the deal falls through — too 
bad. At least the lawyer has protected 
his client. Perhaps he has indirectly 
protected the vendor too; there may 
have been a mortgage back. If the 
purchaser cannot really carry the 
property, what happens to the vendor 
when the mortgage defaults in a 
year’s time? (Perhaps the agent should 
applaud the purchaser’s lawyer for 
thereby protecting his own customer, 
the vendor, from a bad deal). 
* +. * 

Today’s real estate agent walks a 
tightrope between conflicting interests. 
The person who pays is supposed to 
pick the tune. The agent works for 
the vendor. But what agent has not 
told a purchaser “the asking price is 
$25,000.00 but I think the vendor will 
take $23,900.00.” Strictly speaking 
the agent has disobeyed his principle’s 
instructions. However, the psychology 
of sales, dictates “get an offer’. The 
same psychology takes it to the ven- 
dor and persuades him to accept. 
Who persuades whom? The agent 
hard-sells his own principle. Such is 
the tightrope and, it appears, such 
are the necessary procedures to pro- 
duce a contract and three happy par- 
ties — a vendor, a purchaser and an 
agent who has gained a commission. 

A particular aspect which makes 
the lawyer wonder if the agent isn’t 
working for himself a little harder 
than for the vendor, is the sanctum 

anctorum of every Agreement — 
the commission clause. It is outright 
iniquitous that a vendor should pay a 
commission on a fixed date merely for 
receiving an Offer to Purchase, 
whether the deal goes through or not! 
If the transaction is completed the 
agent should be paid the agreed 
amount when it actually closes. 

If through the vendor’s default the 
deal does not close, the agent should 
still be paid by the vendor and the pur- 
chaser should get his deposit back. If 
the purchaser defaults he should lose 

Continued on page 21 
see Lawyer 
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There are, in most large cities, 
streets and blocks of buildings whose 
only crime is functional obsolescence. 
These buildings, still sound struc- 
turally, are slums or on the point of 
becoming slums. There are also many 
streets where individuals, in isolated 
instances have modernized older resi- 
dential properties. Quite often, over 
a period of several years, four or five 
persons will have modernized their 
buildings on the same street. 

Since it is foolhardy to spend thous- 
ands of dollars on properties in 
deteriorating areas, this trend has 
only appeared in the better downtown 
residential areas — districts that have 
not, as yet, completely degenerated. 
Yet acquisition plus renovation has 
created a considerable cost. 

This fault would not hamper the 
renovation of older buildings were an 
entire street of properties renovated 
simultaneously by a large scale de- 
veloper. By following this plan, 
buildings that are structural sound 
and economically useful could be ex- 
tended another 30 or 40 years if the 
entire area was renovated. 

The problems inherent in such a 
development are considerabic, but by 
no means insurmountable. In the 
present era of rising serviced-land 
costs and rising building costs — 
coupled with the tremendous over- 
expansion of modern cities on the 
horizontal plane — it would be oppor- 
tune for large-scale developers to give 
greater consideration to these possi- 
bilities. 

From an organizational aspect, the 
re-vitalization of downtown residential 
properties should be started by a 
survey to pin-point areas that are 
suitable from a future economic stand- 
point. 

Having completed this survey and 
selected a specific area, the next phase 
would be an architectural survey to 
examine the present structural state 
of existing buildings and to deter- 
mine the approximate costs of reno- 
vation. 


Phase three would evaluate the 
individual properties, street-by-~treet 
so that negotiations can be commenced 
for their acquisition. Acquisition of 
property of this magnitude, without 
the support of expropriation by-laws, 
is of course difficult. The best way 
perhaps is to call a meeting of all 
property owners, advise them of the 
scheme and reveal the amount the 
developer is willing to pay for each 
property. The property owners are 
warned that their properties can only 
be purchased if the entire street is 
obtained. 

It is necessary that the developer 
be quite firm about the latter point — 
that he either gets the entire street or 
goes on to the next. Such schemes 
therefore should include a contempla- 
tion of three or four streets of equal 
suitability because of this owner- 
reluctance factor. 

One of the most important points 
would be to determine the extent of 
the renovations which will be under- 
taken. This will, in the first instance, 
be determined to some extent by the 
size and financial ability of the de- 
veloper and the size of the street and 
the number of properties thereon. In 
the second instance, the economic con- 
ditions prevailing and the general 
condition of the properties will deter- 
mine the type and cost of such reno- 
vations. 


Financing is a major problem, but, 
providing the re-development is prop- 
erly planned and includes an entire 
section of the city, there should be no 
reason why the regular lending insti- 
tutions would not provide the neces- 
sary funds. 

It is doubtful that one lending 
institution would consider an entire 
street, but there is no reason why 
several firms couldn’t be organized 
into a group for the purpose of pro- 


viding identical financing for the 
entire development. 
* ** * 


It is generally conceded that the 
cost of renovating an existing old 
building is usually more than the cost 
of building a modern structure of 
equivalent proportion. This estimation 
is generally true for single properties 
but there can be no doubt that the 
mass renovation of many properties 
will be cheaper than the construction 
of them new. 


Upon completion and of course, 
depending upon the amount of reno- 
vation and total investment involved, 
the decision can be made to either sell 
the properties individually or rent 
them on long-term leases. Where such 
modernization has occurred, the ex- 
perience has been that long-term 
leases are far more easily obtained 
than they are for apartment accom- 
modation. There is no reason why a 
developer should not obtain five, or 
even ten-year leases on these premises. 


The trend of home-ownership so 
prevalent in North America is not 
necessarily declining, but there 
appears to be an increasing resistance 
to locating in far-flung suburban 
areas. The influence of modern 
shopping centre conveniences — even 
to the two-car-family — along with 
other suburban amenities, seems to be 
out-weighed by the advantages offered 
in downtown areas. These include 
diversified amusements, cultural en- 
tertainment and better transportation. 


Apartment buildings with their re- 
strictions are not the entire answer. 
Many people still rate the indepen- 
dence and privacy of home ownership 
quite highly. Therefore, unless one 
considers locating in a generally salu- 
brious neighbourhood, the present 
choice — when considering a move to 
a central location — is an apartment 
or an expensive residential property. 





The foregoing would therefore point 
up the fact that there is a consider- 
able need for moderately-priced new 
or renovated single-family dwellings 
in our core areas. Unfortunately, the 
renovation of an individual building 
carries with it the penalty of being 
located in a depressed district where 
it is surrounded by unimproved prop- 
erties. There are few indeed who 
would want to crusade with their 
savings in such isolated circumstances. 


It is unfortunate also that, left to 
the whims of municipal authorities, 
the revitalization of downtown sec- 
tions in metro areas is indeed a slow 
process and there is no doubt that 
any rapid improvement in the future 
will have to depend, to a great extent, 
upon the independent private de- 
veloper. 
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THE APPRAISAL 
INSTITUTE OF CANADA 


HEAD OFFICE 
213-9 Notre Dame Ave. 
Winnipeg 2, Manitoba 


EXECUTIVE DIRECTOR 
W. N. Mulock 


THE APPRAISAL 
Society of Societies 


UNDERLYING ASSUMPTIONS, CONTINGENT 
AND LIMITING CONDITIONS 


The article is being published subject to the following 
contingent conditions; 

1. No survey has been made. If any projecting toes are trod upon 
in this article, let the owners beware. Never ask to know for 
whom the bell tolls — it tolls for thee. 

2. This article is published on the contingent conditions that other 
appraisers contribute similar light articles to A.l.M. The very 
nature of the appraisal trade tends towards thinking that which 
is ponderous, pedantic and dull, and in the opinion of the 
writer (good expression, property of A.S.S.) there is a need to 
aerate the thinking with humour. 

3. The writer is asking that appraisers contribute articles which 
acknowledge the existence of ignorance rather than the presence 
of superior knowledge. The recognition of ignorance is the first 
step towards wisdom; and honest, frank articles of experiences in 
which the appraiser gained his knowledge would be acceptable. 

4. Humorous articles must be written without rancour or malice. 
The final result should be to “laugh with someone” not “laugh 
at someone”. 


It is very evident that there is a need to amalgamate all 
of the existing appraisal associations into one organization. 
In this connection, the writer approached various members 
of The Municipal Boards, several County Court judges and 
arbitrators and they unanimously concurred that the new 
organization should be called The Appraisal Society of 
Societies, and that those who qualify should be allowed to 
use the degrees of A.S.S. after their names. These learned 
men who have spent days listening to appraisers give 
evidence before them, suggested that several who call 
themselves appraisers were already entitled to these 
degrees without further study. 

The writer hesitated in accepting this name as it might 
lead to some confusion with the degrees of A.S.S., being 
Addled Senior Salesman, which is given to some real estate 
men after years of study; however, since confusion is the 
keynote of the business, the writer accepted this new name. 

Some lawyers and township administrative officials, and 
especially assessors who were interviewed, suggested Social 
Loving Order of Brothers, and that the initials S.L.O.B. 
would be most fitting and appropriate — however, this 
designation was rejected as it was felt it was too obvious 
and too easy to recognize, and lacks the elements of con- 
fusion and mystery necessary in the appraisal profession. 

To qualify for the new Appraisal Society of Societies, 





The articles printed in this section represent the 
authors’ opinion only. They are not necessarily endorsed 
by the Appraisal Institute of Canada. 
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the candidate must be proficient in all phases of appraisal 
technique. He must be able to confuse all levels of execu- 
tives on minor points of value; he must be able to baffle 
the courts with the new “value to the loaner’ technique 
as opposed to “value to the moaner”, or “value to the 
groaner”, and must be familiar with all approaches which 
tend to distract, baffle or addle. 

In addition, the candidate must pass certain physical 
examinations which tend to confuse and bewilder. 


Photography 

The possibilities of creating an aura of mysticism and 
confusion by photography has been seriously overlooked 
by the trade. It is considered unlawful and unconfusing 
for an appraiser to photograph the subject property 
without being equipped with a light meter, camera case, 
tripod, accessory bag and wind indicator. A remark to the 
effect that the wind tends to throw a picture out of focus 
will baffle most clients. To carry a camera without the 
rest of the equipment appears unhampered and lacks the 
spirit of professional mysticism so necessary to the trade 
in its present stage of development. 

Candidates are taught how to hold a pencil at arm’s 
length as the landscape painters do; naturally they are 
not taught why this is done, thus adding to the general 
addlement of the situation. When a camera is held at 
arm’s length this is called an arm’s length picture and is 
very easily confused with an arm’s length transaction. 

One appraiser explained to the membership committee of 
The Appraisal Society of Societies that he always forced 
property owners to move some pieces of equipment before 
he took a picture. He found that if a farmer had to re- 
arrange most of the implements in the barnyard because 
“it improved the composition of the picture”, the farmer 
seldom forgot the appraiser. This candidate was admitted. 

* * * 

Some appraisers who have qualified for the degree 
measure the distance from the subject site to the mark 
from which the photograph was taken, and indicate the 
spot permanently with an iron peg. The client is then 
reminded of the appraiser every time he runs into the peg 
with his power mower. This contributes considerably to 
the general disorder of the profession. 


Poetry 
It is pathetic that more poetry is not used in appraisal 
reports. Just consider the effect on an arbitrator if an 
appraiser delivered his complete report in epic rhyming 
poetry. The following is a sample from a candidate’s 
attempt which was submitted for the degree. His report 
was well written, his logic and conclusions were sound and 
his estimate was well substantiated — however, he changed 
his meter to diabolical-hexameter in the third last line and 
was failed. 
Herewith my report with seals and ribbon 
I based me case on Dig-dig and Hibbon 
The photographs are full of smudges 
Which really confuse the County Judges 
The property herein is carefully sketched 
The estimate I’m afraid is somewhat stretched 
A complete report in poetry talk, 
Approved in principal by William Mulock. 


Sliderulemanship 

The candidate for the degrees of Appraisal Society of 
Societies must demonstrate dexterity with a slide rule. 
The examinee (good word—meaning not quite clear) must 
not necessarily prove that he knows how to operate a slide 
rule, but he must be able to jumble up the thinking of 
anyone who knows anything about it. A well-manipulated 
slide rule has been seriously overlooked by the trade. 
Since it is capable of confusing both the appraiser and 
appraisee, it is highly recommended. If an appraiser can’t 








The author (who works out of Toronto) is a former newspaperman—Peterborough Examiner—Saturday 
Night magazine — who turned to the practice of real estate as an agent, later specializing as a full-time 
appraiser. He is a lecturer to the Ontario Department of Highways and specializes in service stations, 


easements and gravel pits. 


Mr. Kennedy (slightly tinged with light satire) is an omnivorous reader who believes an appraiser 
should know as much about Pushkin as he does about Walter Gropius. (Ed’s Note: What's that again? ) 


afford a slide rule (who can?) an abacus which is well- 
manipulated will baffle as well. 
Jargon 

The executives of the organization, all entitled to the 
degree of A.S.S. will instruct candidates in the use of the 
jargon of the trade. As the words commonly used by the 
appraisal profession become known, new words with hidden 
meanings will be supplied by the association. The old 
stand-bys such as “inherent”, “intrinsic” and “attributable” 
must go. The general public are aware of the meanings. 

Slogan 

The Appraisal Society of Societies will be international 
in scope stretching from sea to sea. While it is customary 
for most associations to use a Latin motto and translate it 
roughly into English, the A.S.S. group is taking a good 
English expression being “From Sea to Sea” and roughly 
translating it into Latin. The motto of The Appraisal 
Society of Societies is ‘Nausea ad Nausea” and considered 
most compatible for the trade. 

Ethics 

The group did not condemn appraiser E, N. Croachment 
of Regina for the use of cardboard window boxes and 
artificial flowers which he tacked on houses prior to photo- 
graphing when employed by the claimant for expropria- 
tion purposes. 

The degrees of A.S.S. were awarded to Miss Lis Pens of 
Dam Site, Nova Scotia for her use of old bones and cow 
skulls which she spreads around the pastures prior to 
photographing to demonstrate the poor quality of the land 
when working for the expropriating party. 

The Association is considering stern measures against 
a prominent person in the appraisal field — Mr. Typic Al 
Buyer who tears a few boards off a barn and then takes 
pictures of the gaping holes. Further the nailing of these 
boards across the windews of the house to give it the 
abandoned look is frowned upon, except when working 
against Succession Duties. 

The Association does not approve of the practice of 
appraiser Mr. E. N. Cumbered who placards a house with 
a large “Condemned” sign when working for the expro- 
priating party. This is carrying things too far. 

Legal Aid 

Funds are being raised to supply legal aid to all 
appraisers regardless of the trouble. Miss Con Demn of 
East Limits, Ontario, an attractive appraiseress had 3 
ribs broken by Mr. Ab Stract after an evening meeting of 
the Appraisal Society of Societies. She is charging Mr. 
Ab Stract with injurious affection. 

Evidence 

It will be noted in the judgmert of the famous case of 
“Isso Vs Shill” in which two service stations were built on 
top of each other, both on the wrong lot, that the presiding 
chairman of the hearing noted that “Mr. T.B.A. Octane, 
an appraiser for the claimant gave concise, clear, factual 
evidence.” 

The Appraisal Society of Societies naturally had to 
blackball this appraiser and considers his evidence a strong 
blow against the state of confusion that should be rampant 
in the profession. 

Letters of Transmittal 

The Appraisal Society of Societies is forcing all members 

to delete letters of transmittal. The executive found that 
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they could understand some of them without need of the 

services of an appraiser-interpretor. These letters usually 

fail to reach the excellent standard of muddlement created 

by the “report which follows”. These letters must go! 
General 

One appraisee asked an appraiser — who was making a 
mortgage appraisal — “Are you the loan arranger?” The 
appraiser replied, “The loan arranger?—he’s a cowboy on a 
television serial.” This candidate was immediately admitted 
for membership. 

At the next executive meeting of the association, the 
following topics will be discussed. “Why is Inwood only 
Co-Efficient and Why is Hoskold Sinking?” Your comments 
may entitle you to membership. Applications are now 
being considered. 

Ask yourself these questions. “Have you really tried to 
confuse your clients lately? Do you say the simple things 
in a manner which causes bewilderment and chaos? Have 
you tried to explain “value to the groaner” theory lately? 
Do you use simple words like “side” when you really mean 
“flankage elevation” which is more confusing? If you can 
answer these questions in a manner which will make the 
board of governors completely confused, you may receive 
the degree of A.S.S. You are entitled to it! 
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TORONTO BOARD SCORES 
WITH “SALESORAMA ‘61° 


One of the liveliest pep rallies in Canadian real ectate 
history was staged by the Toronto Real Estate Board last 
November 28th. The one-day session was created to lift 
year-end sales out of the doldrums, with an expectation 
that some of the vivid impressions would linger over into 
the new year, when the information gathered would help 
spark 1961 figures so that T.R.E.B. might realize a 1961 
target of $200 millions. 


Some 1200 metropolitan salesmen, all members of ‘the 
board, became involved in a sales-booster clinic that sur- 
passed even the most optimistic predictions. 


Already the impact of the “message” has been felt. The 
day following the affair, TREB co-op sales soared to 
$600,000 about $100,000 over the average. 


Don Kirkup, Public Relations Director for the board, 
says that they may hit a 20% increase over December, 
1959, by calculating total sales into the $10 million bracket. 


The rally, held at Hemstead’s restaurant on the C.N.E. 
grounds, was an exciting mixture of an old-fashioned 
revival meeting and a colourfully-flambuoyant American 
political convention. Brass band music .. . waving 
banners . . . testimonials from the floor all added to the 
dynamic attraction of “Salesorama ’61” 

W. H. Shortill, past-president of TREB was keynote 
speaker. In his address which followed the remarks made 
by the eight panel members, Mr. Shortill said that the 
inspired salesman is the enthusiastic man—one who 
works long hours and hard. “In the real estate business” 
he said, “you must establish your own old age pension. . . 
enthusiasm is the greatest motivational force in creating 


” 


sales! 

During the session, Mario Sconza, “salesman of the 
Year” was presented with an award by Garth Webb, vice- 
president of the sales division of TREB. Mr. Sconza sold 
$415,000 worth of property through photo co-op during 
1960. 

Lou Disantis, winner of the “Salesman of the Month” 
award, sold $82,000 in one month. He received his award 
from Maurice Park, President of the Salesmen’s Division. 

‘“Salesorama ’61” was so successful that it will likely be 
repeated annually. 
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PART OF THE LARGE TURNOUT 
attending the Toronto Salesorama ‘61 
is shown entering Hemstead’‘s restau- 
rant on the C.N.E. grounds. 

UPPER PHOTO: showing left to 
right, the principals involved: Ralph 
L. Davidson of Ralph L. Davidson 
Real Estate Ltd.; Riley Brethour, 
Brethour Real Estate Ltd.; Harvey 
Keith of Harvey Keith Real Estate 
(vice-president of the Toronto Board); 
Bill Sanagan, J. A. Willoughby & 
Sons Ltd. (President of the Toronto 
Board); Hugh Shortill of Shortill & 
Hodgkins Ltd. (past-president of the 
board); William Fysh of William Fysh 
Real Estate Ltd.; Joseph Peters of 
Joseph A. Peters Ltd.; Ken Wiles of 
Ken Wiles Ltd.; Mrs. Isobel Campbell 
of H. W. Bleasdell Ltd. (top student 
first year C.1.R. course) and George 
Calladine of Harvey Keith Limited. 
Not shown: Peter Langer of Farlinger 
& Langer Ltd. (vice-president of the 
Toronto Board) and Jim Sinclair of 
Mann and Martel Ltd. 
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Almost here... 


A "FIRST" EDITION 
FOR YOUR LIBRARY ! 


The Canadian Realtor’s March edition will be 
devoted almost entirely to an examination of 
Canada’s industrial climate and the way Realtors, 
town planners, industrial commissioners and other 
professions allied to the trade, fit into the picture. 
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SEVEN FEATURE ARTICLES 
PROMOTIONAL IDEAS ITS 
STATISTICS LOADED 
PICTURES WITH 


plus INFORMATION! 


@ A BROAD NEWS 
COVERAGE 





1961 INDUSTRIAL EDITION 





Never before in the five-year history of The Canadian 
Realtor has such a mass of interesting information been 
included in one issue! The ground-work and research for 
this unique volume was commenced back last June. In it 
you will find seven feature articles, each one written to 
cover a certain segment of industry in the community. 
Besides this, you will be amazed at the coverage given to 
other interesting bits of industrial information. There is 
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enough material to equip most Realtors with the know- 
how to aid their venture into this lucrative field. 


pap te circulation for this extra-big edition will be 

expanded to cover some 1,500 leading Canadian In- 
dustries plus some 400 community industria] commissioners. 
This then, is what we offer in the way of impact for your 
advertising message. In case you may be slightly reluctant 
to use this medium for advertising purposes, we are offer- 
ing a cost reduction so good that you actually get a good 
series of Ads for far less than you normally would pay — 
even disregarding the extra edition and its value! 
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The Canadian Realtor 


North America’s only true Real Estate Magazine! 


Ist MONTH'S 
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PLUS 5% TO 15% OFF 
SUCCEEDING MONTHS 


This offer, good until February 10th, 1961 is designed to 
give you the March industrial impact plus — your choice of 
from one to eleven extra insertions . . . all very valuable 
to you and each at a saving just to good to miss! Remem- 
ber — this industrial edition will remain in the industrialist’s 
library for months to come! 

This is your magazine . . . why not use its power 
starting in March? Show Canadian Industrialists just how 
your firm fits into your community’s industrial affairs! If 
you are not now engaged in industrial real estate this is 
your chance to make hay while the sun shines! One little 
spark of confidence is all you need. 
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SECRETARY OF KAMLOOPS BOARD 
HONOURED FOR LONG SERVICE 


R. H. Carson, long-time Secretary of the Kamloops & 
District Real Estate Board was presented with a desk set 
at the K.D.R.E.B.’s annual Christmas party. The presen- 
tation was made by Board Vice-President George H. Greer 
in recognition of Mr. Carson’s work on behalf of the real 
estate industry and the Kamloops Board. Mr. Carson 
served four terms as an M.L.A. for Kamloops, and, in 
1945, was elected Speaker of the B.C. Legislature. 

The dinner was followed by dancing and entertainment 
highlighted by a special skit put on by members of the 
Salesmen’s Division. 


WESTMINSTER BOARD’S LIBRARY 
TAKES TO THE ROAD 


Another first in service to its members was chalked up 
recently by the Westminster County Real Estate Board — 
Canada’s largest so far as territory covered is concerned — 
by making the Board’s special real estate section of the 
New Westminster Public Library available to Realtors in 
outlying centres within the Board area. 

Using a “Bookmobile” operated by the Fraser Valley 
Regional Library, the Board is now able to make a limited 
number of books available at each stopping point for the 
van on its travels throughout the Board area. 

Use of the Wescoreb section at New Westminster Library 
is reported exceedingly good. 





Four past-presidents of the Vancouver Real Estate Board were 
honoured with Honourary Memberships at the Board’s annual 
Christmas Luncheon. Standing, left to right, as they received 
their certificates from V.R.E.B. President Charlie Brown (far 
right) are A. Rout Harvey of Loewen, Harvey & Morfitt Ltd.; 
Harry E. Bond of Canada Permanent Trust Co.; E. Leonard 


Boultbee of Boultbee, Sweet & Co. Ltd., and Harry A. Roberts 
of H. A. Roberts Ltd 
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Boards 


President: 
Fred M. Philps, New Westminster 


Vice-Presidents: 


e e Charles Brown, Vancouver; P. D. P. Holmes, 
Association of Sec 


@ BRITISH COLUMBIA apo Estate 


Past-President: 
Mladin G. Zorkin, Nanaimo. 


Directors: 

Harold Chivers, Vancouver; R. E. Slinger, West 
Vancouver; Lynn K. Sulley, Surrey; Ronald E. 
Dickie, Duncan; Thomas C. Lambert, Nelson; 
F. B. Urquhart, Vancouver; W. Hyndman, 
Cloverdale; L. E. Kirk, Victoria; Syd Hodge, 
Penticton: John Harvey, Quesnel. 





E. A. Denver, F.R.I. (right) of E. E. Rand & Fowler Ltd. was 
among seven newly-qualified members of the Canadian Insti- 
tute of Realtors receiving their membership certificates at the 
Vancouver Real Estate Board’s annual Christmas Luncheon 
Making the presentation was Col. Herbert R. Fullerton, F.R.I., 
President-elect of C.A.R.E.B. Others receiving the certificates 
were Mrs. Jacqueline Roxborough, F.R.I., of Coote, Roxborough 
& Kuys Realty Ltd.; C. V. Lightheart, F.R.I., of Charlie Brown 
Ltd.; G. Larkin, F.R.1. of Royal Trust Company; J. D. Barlow, 
F.R.I. of J. D. Barlow Ltd.; R. C. Holloway, F.R.I., of Royal 
Trust Company and J. E. B. Holdom, F.R.1. of Flack Investments 
Ltd 





More than 90 agents, salesmen, guests and wives were wel- 
comed to the second annual Kamloops Real Estate Board 
Christmas party in early December by President William 
Colquhoun. Left to right are Mr. R. H. Carson, Mr. Colquhoun 
(standing), Mrs. Colquhoun, Mr. George H. Greer, Mrs. David 
Robertson and Mr. Robertson, President of the Board’s Sales- 
men’s Division. 
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REAL ESTATE INSTITUTE OF B.C. 
ADMITS 21 NEW MEMBERS 


Twenty-one persons have been admitted as Professional 
Members of the Real Estate Institute of British Columbia, 
it has been announced by Fred B. Urquhart of Vancouver, 
president of the Institute. 

Members admitted to the Institute are entitled to use 
the designation R.I. (B.C.). The Professional Division 
was established in June at the Institute’s annual meeting. 
Chairman of the first Board of Governors of the Institute 
is Colonel Herbert R. Fullerton, of Vancouver, 1961 presi- 
dent of the Canadian Association of Real Estate Boards 
and former chairman of the Real Estate Council of B.C. 

Approved as members of the Institute were William 
Bailey, Newstead Realty Ltd.; David R. Coell, B.C., 
Government Department of Finance; Kenneth J. Davis, 
J. H. Whittome & Co. Ltd.; B. B. Hagar, Hagar & Swayne 
Ltd.; and W. S. Kirkpatrick of Financial Survey Ltd.; all 
of Victoria. 

A. E. Berry of A. E. Berry Ltd., and W. E. Nutter, 
Boultbee, Sweet & Nutter Ltd., both of Vernon; A. K. 
Gerow of Alfred W. McLeod Ltd., New Westminster; 
George H. Greer of George H. Greer Ltd., and D. A. Hay 
of George C. Hay Ltd., both of Kamloops, were also 
approved as members. 

F. J. McKinnon of Hugh & McKinnon Realty Ltd., 
Cloverdale; Franklin Martin of Franklin Martin Insurance 
Agencies Ltd., McBride; Frank J. Ney of Nanaimo Realty 
Co. Ltd., Nanaimo; J. Pothecary of Sage & Pothecary 
Ltd., Armstrong; P. E. Poulin of P. E. Poulin, Nelson 
and Norman J. Prest of H. W. Dickie Ltd., Duncan, are 
included in the membership. 

J. D. Barlow of J. D. Barlow Ltd., North Vancouver; 
R. E. Slinger of Slinger Realty Ltd., West Vancouver; and 
G. W. Clarry, of Clarry, Parson & Stride; Alan G. Creer 
of the Vancouver Real Estate Board and G. S. Olson of 
G. S. Olson Ltd., are members from Vancouver. 


PARKSVILLE APPRAISAL SEMINAR 
SUCCESS: ISLAND BOARD PLANS 
ANOTHER FOR FEBRUARY ’61 


A December appraisal seminar staged by the Vancouver 
Island Real Estate Board and featuring Alfred L. Penny 
and Allen Keenleyside of Vancouver drew registrations 
from all over Vancouver Island. The seminar was held at 
Island Hall, Parksville, B.C. 

Among the topics dealt with by the two appraisers 
were: “Nature and Value of Property”, “Basic Economic 
Principles Affecting the Value of Real Estate”; “Three 
Approaches to Value —Cost, Comparative and Income” 
and “Thumbrules in Valuation of Certain Types of Real 
Estate”. Included in the latter sezsion were rules for 
single-family and multi-family residential, small holdings, 
farms, commercial, industrial, hotels and auto courts. 

The session concluded with a question period. Later 
those attending were guests at the dinner in the Hotel. 

As a result of the success of the all-day session, the 
Board is considering another seminar for February as a 
dinner and evening session to permit the attendance of a 
greater number of Realtors from scattered points. 





COVER PICTURE 
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The Victoria Seminar featured, left to right: John Harvey, 
Northwestern Securities, past-president of the V.R.E.B. Sales- 
men’s Div.; William Hamilton, president Salesmen’s Div.; 
C. Mallett, Seminar Chairman and Fred Bashaw, Keynote 
speaker. 

Over 190 registered for the one-day seminar. 


BASHAW TELLS VICTORIA SEMINAR 
TO AVOID “NEGATIVE THINKING” 


“Avoid ‘negative thinking’ in times of business slow- 
downs”, Fred Bashaw of West Palm Beach, Florida, told 
a one-day seminar in Victoria. Organized by the Sales- 
men’s Division of the Real Estate Board of Victoria, the 
session drew more than 50% of the Island city’s licenced 
salesmen and agents. 

Business cycles have little effect on real estate trans- 
actions except to make selling “easier or tougher’. Our 
work has to do with individual decisions regarding buying 
or selling that go on irrespective of general conditions, 
Bashaw noted. 

Among the continuing factors he listed were: deaths, 
marriages, divorces, personal financial distress or success, 
sickness or old age and increase in family size or space 
requirements. 

The real estate salesman must learn to recognize the 
good prospect from the poor, he stated, and to concentrate 
first on prospects whose needs were urgent. 

The preceding day, Bashaw was guest speaker at the 
Vancouver Board’s annual one-day Salesmen’s Division 
Conference, attended by more than 300. 





Canadian Developers might be interested in the 
rapid pipe-laying process developed by Fuller- 
form Continuous Pipe Corp. and Goodyear Inc. 
The unique operation lays pipe at the rate of 8 
to 12 feet per minute. (Front cover picture was 
taken outside of Phoenix, Ariz.) 

After the trench is dug by a mechanical ditch- 
digger the assembler shown at left is placed in the 
trench. The blimp-type rubber casing shown is 
inflated to create the inner circumference for 
cement piping which is continuously poured into 
assembler by ever-present cement trucks. 
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NEW BRUNSWICK REAL ESTATE ASSOCIATION’S incoming 
slate of officers are, left to right: Dave Lunney, Saint John, 
(Dir.); Garnett Trenholm, Fredericton, (Dir.); Ken Brien, 
Fredericton, (2nd Vice); P. J. Harvey, Brampton, Ont., guest 
speaker; Murray Neustadter, Saint John, (Ist Vice); E. A. 
Willis, Moncton (Pres.); George Pierce, Moncton (Sec’ty); and 
Directors Leo Langis and Gordon Page both of Moncton. 


THE NOVA SCOTIA REAL ESTATE ASSOCIATION slate of 
officers elected are, left to right: Arnold Moffatt, Sidney, (Dir.); 
Leland Trask, Yarmouth, (Dir.); Ralph L. Macdonald, Kentville, 
(President); Fred L. Cox, Truro, (Dir.); Pat Harvey, F.R.I., 
Brantford, Ont., guest speaker, (Past-president of C.I.R.); 
Arthur Speed, Dartmouth, (Dir.); J. Reigh Barnes, Windsor, 
(Dir.); Cecil Whynacht, F.R.I., Halifax, (Reg. Vice-President of 
C.A.R.E.B.) and John T. Garth, Secretary-Treasurer of the 


shown. 


MARITIMES FORM STRONG UNIT 


E. A. Willis, Moncton, N.B., has 
been re-elected president of the New 
Brunswick Real Estate Association 
and Ralph L. Macdonald as president 
of the Nova Scotia Real Estate Asso- 
ciation. Both elections were staged 
simultaneously during the first annual 
Maritime Real Estate Conference held 
in Moncton mid-November. 

Some 100 delegates and visitors 
from the three Maritime provinces 
and elsewhere attended the 2-day pro- 
gram sponsored by the two associa- 
tions. 

Separate sessions were held each 
morning, with the afternoons and 
evenings given over to joint-associa- 
tion meetings. 

Officers-elect of both associations 
include: 
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NEW BRUNSWICK 

E. A. Willis, Moncton, president; 
Murray Neustadter, Saint John, first 
vice-president; Ken Brien, Frederic- 
ton, 2nd vice-president; George W. 
Pierce, Moncton, secretary-treasurer ; 
and directors, David Lunney, Saint 
John; Garnet Trenholm, Fredericton; 
Leo Langis, Moncton, and Gordon 
Page, Moncton. 


NOVA SCOTIA 

Ralph L. Macdonald, Kentville, 
president; C. A. Piper, Halifax, vice- 
president; John T. Garth, executive- 
secretary; and directors Arthur Speed, 
Dartmouth, Fred L. Cox, Truro, 
Arnold J. Moffat, Sydney, J. Reigh 
Barnes, Windsor, Leland G. Trask, 
Yarmouth, and C. F. Whynacht, 
Halifax. 


association. Vice-President, C. A. Piper of Halifax is not 


Prime purpose of the joint-confer- 
ence was to weld Maritime real estate 
practitioners into a strong unit which 
will be able to solve problems 
peculiar to the areas concerned. Al- 
though each association will remain 
autonomous for regular association 
work, it was felt that annual meetings 
shared by both associations would 
further the aims of organized real 
estate in the Maritimes. 


The conference audience enjoyed a 
number of speakers including: John 
Patterson, deputy minister of Develop- 
ment for New Brunswick; Pat 
Harvey, Brantford, Ont., Past-Presi- 
dent of the Canadian Institute of 
Realtors and regional vice-president 
of C.A.R.E.B. and the Honourable 
R. A. Donohue, QC, attorney-general 
for the Province of Nova Scotia. 


MORE COAST-TO-COAST NEWS 
PAGES FIVE AND TWENTY-ONE 
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Executive Committee: 
Hugh McKeown, Ottawa, President 


- ~ : xf 7 
Ken Raven, Kingston, Vice-President 
Association of C. W. Rogers, Toronto, Past-President 
O. K. Teetzel, Secretary, 109 Merton S&., 
Toronto. 


Real Estate aa 


Gordon Todd, Hamilton; Harold Hare, Bramp- 


ton; John Bowes, Peterborough; E. B. Fleming, 

IB al Sault Ste. Marie; R. E. Sanderson, Port Credit; 
oar s Hugh Hart, Niagara Falls; A. Wiebe, Kitchener; 

Ron Richardson, London; Roy Wymark, Ottawa. 
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OFFICERS OF TREB’s SALESMEN’S DIVISION ARE SHOWN, THE T.R.E.B. DIRECTORATE FOR 1961 are shown left to 
left to right: R. Allen Armstrong, E. W. Dempster Real Estate; right, back row: Garth Webb, President, Salesmen‘s Division, 
Bert Jennison, J. A. Willoughby & Sons Ltd.; Cliff Madden, Jack Key Ltd.; R. W. Telford, Hunter, Nix & Telford Ltd.; 
Vice-President, Harry LePage & Sons Ltd.; President, Garth R. G. Walton, R. G. Walton Real Estate; H. P. Langer, Vice- 
Webb, Jack Key Ltd.; Maurice Park, Immediate Past President, President, Farlinger & Langer Ltd.; Harvey Keith, President, 
A. E. LePage Ltd.; Reta Daniels, Harvey Keith Real Estate; Harvey Keith Realtor; A. G. Sanagan, Immediate Past President, 
Colin Hooper, W. H. Bosley & Co.; John Hancharek, J. A J. A. Willoughby & Sons Ltd.; Ron DeMara, Demara-Drummond 
Peters Ltd Ltd.; John Young, Young & Biggin Ltd.; Front Row: Warren 


Heenan, Crown Trust Company; Joseph Peters, Joseph A 
Peters Ltd.; E. W. Dempster, E. W. Dempster Real Estate; Jack 


Keith - New President Key, Jack Key Ltd. B. R. B. Magee, Vice-President, A. E 


LePage Ltd. is not shown 


The world’s largest board, with a directorate. The latter elections will YORK COUNTY 
membership of 3,300 has elected its not take place until later this year. The York County Real Estate 
1961 slate of officers. The Toronto Herbert R. Fullerton, President of Board has announced its new slate of 
Real Estate Board boasts of 1959 the Canadian Association of Real officers. As President: Warren Hulse, 
gross sales of $158 millions in co-op Estate Boards was present at the Newmarket; Vice-President, Harry 
listings besides incalculable millions dinner meeting, as also was George Charles, Richmond Hill; Immediate 
in private or exclusive sales. Campbell Bell, Commissioner of Parks Past-President: John FE. Lumley, 

; : and Recreation for the City of Tor- Markham, and Directors: T. N. Shea, 

The board’s constitution calls for a onto, who was presented with a honor- Markham; Wilf White, Thornhill; 
president, past-president, 2 vice- pre i- ary scroll in recognition of the many Rolland Manners, Aurora and Mobt. 
omntn and * vanenages The following years of service he has rendered the Brandon, Newmarket. R. V. Smith, 
are the directorate who will be in- city. Aurora is Secretary of the board. 


stalled in mid-February: 





NOTE FROM THE EDITOR: 


For president — Harvey Keith; 
Past-President — A. G. Sanagan and Back on December 8th when we began to lay out these two pages for 
Vice-Presidents — H. P. Langer and O.A.R.E.B. news of the Windsor convention, we were handed some literature 
B. R. B. McGee. by Keith Teetzel, secretary of the association. One particular brochure which 
Chis chalk: Civesteve clucted aves Rm outlined the activities of the “Three Horsemen of Sales” caught our attention. 
Demara, Ernie Dempster, Warren The more we read the more we became convinced that you ladies and men 
Heenan, Jack Key, Joseph Peters, who intend to take in the conference are in for a thoroughly exciting agenda. 


R. W. Telford, R. G. Walton and John 
Young. Garth Webb, newly-elected 
president of the Salesmen’s Division, 


We were impressed by the testimonials given by people who have already 
heard this dynamic team: “You fellows did a terrific job and | know you 


cian the eamaibeitien lth tahh ales made a great impression on the New York audience!” . . . from Nashville: 
as a director. “We were very much impressed with the outstanding part your panel played 

= in our recent convention . . . we hope to adopt your ideas for a local 
ee ee : program next month.” . . . from Atlanta: “The program you fellows put on 
vestment-Commercial-Industrial Divi- was a humdinger . . . It is one of the best things | have ever heard on 
sion will also have a seat on the selling.” 
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SIX LEADING FIGURES CONVENTION HIGHLIGHTS 
INCREASE ATTRACTION SUNDAY, FEBRUARY 19, 1961 


9.30 a.m. Directors’ Meeting — Prince Edward Hotel 

11.30 a.m. Board Presidents’ Seminar—Prince Edward Hotel 

2.00 p.m. Bus Tour of Windsor 

8.00 p.m. Coffee Party — Entertainment — Prince Edward 
Hotel. 


MONDAY, FEBRUARY 20, 1961 
CONVENTION HIGHLIGHTS 


9.15 a.m. Opening Session — Cleary Auditorium 









VA 


9.45 am. ‘The Flying Horsemen of Sales’’ — Cleary Audi- 
torium 
“R. W. Todgham - gag em i, 0: heneer Topic — ‘‘Making Your Sales Presentation Stay 
Presented” 


11.15 a.m.  President’s Annual Address — Cleary Auditorium 
12.15 p.m. Board Presidents’ Luncheon — Cleary Auditorium 
2.15 p.m. Residential Salesorama — Cleary Auditorium 
‘“‘Modern Methods of Merchandizing’’ 
Moderator — R. E. Sanderson, Port Credit 
6.00 p.m. Reception — Prince Edward Hotel 
7.00 p.m. ‘Fun Nite’’—Dinner, Entertainment, Dancing— 
Prince Edward Hotel 


TUESDAY, FEBRUARY 21, 1961 





H. W. Hignett W. @. Johnstone Jean Lerensen 9.00 a.m. Panel — Industrial, Commercial & Investment — 
Cleary Auditorium 

“If you attend the Windsor Convention,’ a Toronto Moderator — H. P. Langer, S.1.R., Toronto 
broker claims, “you will still have ten months of 1961 left 11.15 a.m. Annual Meeting, Ontario Association of Real 
to utilize what you have absorbed. This should make your Estate Boards — Cleary Auditorium 
selling much easier ... more lucrative!” Be that what it 12.15 p.m. Luncheon — Cleary Auditorium 
may, if we are to examine what the O.A.R.E.B. program Guest Speaker — Ronald W. Todgham, President, 
offers we'll see that the stress is definitely on sales educa- Chrysler Corporation of Canada 
tion. Practically the whole agenda themes on this phase Limited 
of our business operations. Nine top personalities will Topic — ‘’Selling in ‘61” 
highlight the 3-day proceedings. R. W. Todgham, Presi- 2.15 p.m. Business Session — Cleary Auditorium 
dent of Chrysler of Canada will team up with H. W. Speaker — H. W. Hignett, Executive Director, 
Hignett, M.B.E., Executive Director of C.M.H.C. to give Central Mortgage & Housing Corpora- 
you a broad analysis of the Canadian business scene. Both tion 
men along with the following American are well-known Topic — ‘Recent Revisions to the National 
on the international speaking circuit. W. G. Johnstone, Housing Act’’ 
president of a Detroit 82-man real estate firm offers an 3.00 p.m. Business Session — Cleary Auditorium 
intriguing topic: “Selling is my Business”. These three Speaker — W. Gordon Johnstone, Detroit, Mich. 
men coupled with the “Horsemen of Sales” whose pro- p.m. Topic — ‘Selling Is My Business’’ 
gram is briefly summarized on the following page — will 6.00 p.m. Reception — Prince Edward Hotel 
keynote the fabric of the 3-day sessions. R. E. Sanderson 7.00 p.m. Final Banquet — Prince Edward Hotel 
and Pete Langer will both act as Panel chairmen and Mrs. Installation of Officers 
Jean Lorenzen is Chairlady of the Women’s Committee. Speaker — (to be announced) 


O.A.R.E.B. 39th ANNUAL CONVENTION — FEBRUARY 19, 20, 21, 1961 CLIP 

WINDSOR, ONTARIO | AND | 

To: Mr. O. K. Teetzel, | | 
Ontario Association Of Real Estate Boards, | MAIL | 

109 Merton St., Toronto 7, Ontario. icsnsemammeandl | 

| plan to attend the 1961 Convention in Windsor, and enclose my cheque for $ to cover the registration 


fee. It is understood that in the event | am unable to attend, my registration fee will be refunded, providing | advise you 
before February 5th, 1961. 


NAME Status 
Broker, Salesman or Guest 
ADDRESS | City 
| am a member of the Be he rt Ses Board. 


Below | have indicated exactly how | wish my name to appear on my identification badge. 


My name ' Wife’s name 


MAKE CHEQUES PAYABLE TO THE ONTARIO ASSOCIATION OF REAL ESTATE BOARDS. 
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3 “HORSEMEN OF SALES" 
CONVENTION KEYNOTERS 


O.A.R.E.B.’s exciting 1961 conven- 


tion will start off almost literally with 
a bang. Monday morning, right after 
the short opening session, convention- 
aires will be treated to a dynamic 
presentation by the “Horsemen of 
Sales”, a threesome, well up in the 
hierachy of American sales promo- 
tional activities. These three men 
each has an unique method of present- 
ing his ideas on selling. 

To give you a brief insight into 
their techniques, we'll start with Al 
Herr, head of Al Herr Advertising 
Agency. Mr. Herr shows you how to 
put “Television” into your sales talk 
by using pictures, colour and action. 
With the help of chalk and charts, he 
shows you how the eyes and minds of 





prospects can be opened by the use of 
simple props. 

LES FALK—middle member of tke 
“Horsemen of Sales” draws heavily 
on his experience as sales manager of 
the Milwaukee Dustless Brush Co. 





AL HERR 


His part in the 3-stage program tells 
why and how to use demonstrations 
during customer contact work. His 
time with the O.A.R.E.B. audience 
will be spent in fabricating demon- 
stration techniques used by America’s 
most successful salesmen. 

JIM DORNOFF — Vice-president 
of the Pate Oil Company, a division of 
the Humble Oil Co. and also a past- 
president of the Milwaukee Sales 
Executives Club, turns out words and 
phrases into clear mental images that 





LES FALK 


make you “see” what you hear. Mr. 
Dornoff has made a serious study of 
his subject ‘“‘word pictures in selling”. 
Strange as it may seem, there isn’t 
an ounce of theory in his whole talk. 
He packs so much imaginative power 
into his address that his audience, 
completely captivated, leave the room 
with heads full of ideas that can’t 
help but “create” more sales and a 
better selling future for each indi- 
vidual. 

Another dynamic speaker has been 
arranged. W. Gordon Johnstone of 
Detroit will address the Tuesday 
afternoon sessions. His topic: “Selling 
is my Business” is designed especially 
for the salesman or broker who is still 
selling on his own. 

Those that have heard Mr. John- 
stone at C.A.R.E.B. conventions can 
assure any newcomer that the man is 
loaded with selling techniques which 
he is quite willing to pass on to his 
audience. 


REGISTRATION FEES 


FULL REGISTRATION — Brokers, Salesmen and Salesladies 


— Wives of Brokers and Salesmen 


$35.00 


$20.00 


Above includes all Business Sessions, all Luncheons — Rece ptions — Dinners — Final Banquet and all Entertainment. 


DAILY REGISTRATION 


$20.00 


Includes all Business Sessions, Luncheon, Dinner, Reception and Entertainment for specified day. 


Please reserve accommodation checked (V) below: 


Arrival Date 


HOTEL ACCOMMODATION 


Time p.m. Departure Date 





ROOM & BATH — SINGLE 


eee 

QI 
ROOM & BATH — DOUBLE oO 
ROOM & BATH — TWIN BEDS 


PRINCE EDWARD HOTEL | 
$5.50 2 $6.50 1 $8.00 1 $8.50 1 $9.00 | 
$8.50 2 $9.50 (1 $11.000 $11.50 $12.00 | 
0 $10.5002 $11.50 $12.00 


NORTON-PALMER HOTEL 


0) $5.00 () $6.00 () $7.00 (J $7.50 ( $8.50 
0 $7.50 (1) $8.50 (1) $9.50 [) $10.00[) $11.50 


(1 $10.50( $11.50 (1) $12.00 


If no room is available at the rate requested, reservations will be made at the next available rate. 


20 


5.00 


20.00 


20.00 


8.50 
11.50 


LAWYER — 


Continued from page 7 


his deposit to the vendor and the 
agent should get nothing for his fail- 
ure to find an honest-to-goodness pur- 
chaser. Sorry, but no apologies. 

The usual commission clause in On- 
tario, the payment for merely pro- 
curing an Offer, can lead to disas- 
trous results. Suppose a corporate 
shell offers to buy Adams farm for 
$80,000.00. Adams agrees and signs 
the offer and the commission clause 
aforesaid. The deposit is $3,000.00. 
The deal falls through. By winning 
from the vendor an acceptance of 
such a deal the agent appears prima 
facie entitled to $8,000.00 commission. 
He takes the deposit and Adams digs 
deep for $5,000.00. It could lead to a 
nice racket. 

Strangely enough it is very rare for 
an agent to object if the clause is 
changed to such that he receives his 
commission only if the deal is closed 
or if it fails to close through the 
vendor’s default. This being the case, 
why not have the Agreement forms 
printed accordingly? Since no objec- 
tion is made to the change, it would 
appear that the original word:ng is 
calculated to trap the unwary. This 
is a semblance most unworthy of the 
honourable people in the real estate 
business; a change is long over-due. 

Tremendous pressures are exerted 
on the agent as he walks his tight- 
rope, between vendor, purchaser and 
his commission. The American author, 
Bovee, once said “when great for- 
tunes were only made in war, war was 
a business; but now when great for- 
tunes are only made in business, busi- 
ness is war.” 

Realty sales is a hard business, un- 
certain and irregular. But it does not 
have to be a hard-sell battle. It can 
be very rewarding not only in wealth 
but in the pure satisfaction of work- 
ing out a matter to the mutual bene- 
fit and pleasure of the separate par- 
ties; of gaining a merited sense of 
achievement. This will be felt by the 
agent as he receives the agreement 
from the vendor, blows the ink dry, 
happy that the parties are pleased, 
reasonably secure in the knowledge 
he has drawn a complete and accur- 
ate agreement and warm in the men- 
tal calculation of his commission. 
SSSSSSSSSSSSSSSSSSSSSSSSF 
¥, The article: y 

“Just One Lawyer’s Opinion” 
; on page 12 of this issue, 4 
y should be examined by all 


our readers. 


If all brokers and salesmen 

4 strictly adhered to our code 

} of ethics, lawyer Andrews 
would not have had cause to 
expound his opinions. 
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CAPLAN TAKES REINS 
OF MONTREAL BOARD 


Percy Caplan has been elected presi- 
dent of the Montreal Real Estate 
Board. He succeeds Jean DesRosiers. 

Other officers and directors elected 
were C. L, Abbott, first vice-president ; 
Jacques Filion, second vice-president; 
Emile Desorcy, honorary secretary- 
treasurer, and G. M. Barlow, Frank 
DeLaroche, Roger Dezmarais, George 
Johnson, A. M. Macaulay, J. O. 
McArthur, C. J. Smith and J. H. 


Sullivan, directors. 


FORT WILLIAM MAN 
WINS WINTER 
FLORIDA TRIP 


A trip to Florida has been won by 
William Cawley, a member of the 
Fort William Real Estate Board. The 
award, made at a recent meeting at 
the Flamingo Club, was given in 
recognition of Cawley’s efforts in 
co-op sales and listing activities. 

Hugh McKeown, Ottawa, president 
of O.A.R.E.B. also attended the 
meeting. 


BROKER ENCOURAGES 
UNIQUE COURSE 


A 90-member real estate firm with 
four offices located throughout the 
city of Toronto has embarked on an 
extensive sales-education programme. 

Joe Peters, of Joseph A, Peters 
Limited, has urged several of his sales 
personnel to subscribe to the Dale 
Carnegie 12-week course which costs 
$150 for each person. 

Although the syllabus is based on 
the fundamentals of selling, the cur- 
riculum has been altered to narrow 
the substance to real estate selling. 

Mr. Peters has 15 staff members 
taking the course and expects another 
group to commence the series after 
the New Year. 

The course runs from 2 to 5.30 one 
afternoon per week. 


Mr. Peters is quite enthusiastic over 
the results to date. He says that those 
taking the course, even veteran sales- 
men, have indicated that they were 
learning a new slant on selling. The 
consensus of opinion among the stu- 
dents is that the studies are giving 
them far more confidence in handling 
the many sales problems which crop 
up between a salesman and his cus- 
tomer. 


BRITISH COLUMBIA 


B.C.’s 1961 Convention Planning 
Already in High Gear at Nanaimo 

B.C.’s_best-yet convention appears 
to be shaping up rapidly under the 
guidance of the Vancouver Island 
Real Estate Board’s 1961 BCAREB 
convention committee. To be held in 
Nanaimo, Thursday, Friday and Sat- 
urday, May 4, 5, and 6, the conven- 
tion is expected to top the record 350 
attending the 1960 session at Pentic- 
ton. 

Among the speakers already lined- 
up for the convention are Gordon 
Elliott of Regional Marketing Sur- 
veys Ltd. who will deal with market 
surveys for real estate purposes and 
market analysis; Assistant Professor 
R. E. Boston of the University of 
British Columbia, who will speak on 
“Industrial Development in British 
Columbia” and Frank McBride Jr. of 
Sacramento, California, who will 
speak on “Real Estate Advertising in 
Today’s Market”. 

Also in the advance planning are 
speeches on “1961 Selling” and “Com- 
mercial Development” by top Seattle, 
Washington, Realtors. 

A lamb barbecue at famous Yellow 
Point Lodge, a few miles south of 
Nanaimo, will be a major feature of 
the social program at the convention. 





The ONLY Thing 





that’s Growing FASTER 
than 
ALBERTA 
EDMONTON!!! 


ALBERTA 


Population increased 3.4% to become 
the fastest growing Province in Canada 
in 1959-60. 


1959 1960 
1,253,000 1,295,000 
— Dom Govt. Bureau of Statistics 
EDMONTON 


Population of metropolitan city area 
increased 5.4% in latest 12 month 
period, more than 100 per cent in ten 
years!!! 


1959 1960 
310,000 327,151 
— Civic Census, May '60 


Edmonton and Northern Alberta 
Sold EXCLUSIVELY through Readership 


of 


The Edmonton 


Journal 


One of the Eight Southam Newspapers 
in Canada 
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LETTERS TO EDITOR 


Dear Sir: 

I would like to mention a certain sale I consummated 
recently, although it had started back in May, 1958! Two 
years ago I spotted a young couple having trouble with 
their car. They had been married only a few hours and 
were on their honeymoon. I assisted them in getting their 
car trouble corrected and, before they re-commenced their 
journey, we exchanged cards and addresses. I also gave 
him a small memo book with my advertising on the front 
cover. 

When I got back to my office I placed their name into my 
prospect file and periodically called them whenever I felt 
I had a house that suited their requirements. 

Almost two years to the day, I listed a house that I felt 
the couple would like. In fact, I was so sure, that I phoned 
them right from the new listing. They arrived in ten 
minutes flat, saw the home, liked it and said that they 
would make an offer. I went out to my car, got out my 
portable and offer forms, went back into the home, asked 
the vendor if I could use his den and drew up the offer 
which was signed immediately. 

Later, when the couple had departed, I presented the 
offer to the vendor who signed it without question. (I 
might add here that the whole transaction took only 35 
minutes). 


I also got two other deals from this affair. Back, some 
months before, the father of the young purchaser men- 
tioned that he was in the market for a home in a certain 
location. Last week I spotted a home that I thought he 
would like, phoned him at 10.10 p.m., took him to see the 
house that very evening and got a good offer which was 
accepted. The next day, I listed his house and sold it 
within five days. 

I have written this to show others the extreme impor- 
tance of keeping a prospect file. My illustration bears out 
the contention that it does not pay to lose contact with a 
prospect. I started in real estate in 1953 and am proud 
to say that I can produce my “Prospect” records, month 
by month, year by year, with the only names deleted 
being deceased. 

Don’t throw away prospects, even if they appear to be 
deadbeats. They might surprise you and buy elsewhere! 
Yours truly, 

John H. Harvey, Realtor, 
Hamilton, Ont. 


Dear Sir: 

I would like to take this opportunity to introduce myself 
and to advise The Canadian Realtor that I am now asso- 
ciated with R. Roy Currie in the Real Estate field in place 
of Gordon Craig who was formerly in this business. 

I would also like to say how much I enjoy your magazine 
which I have found to be both enjoyable and informative, 
especially since I am starting out as it were, without 
previous experience in this field. I find that much useful 
information can be obtained from the various articles. 

May I take this opportunity to wish you and your asso- 
ciates a very Merry Xmas and all the best for the forth- 
coming year. 

Yours very truly, 
E. Russell 
c/o R. Roy Currie 
Campbellton, N.B. 
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Dear Sir: 

It has been very definitely stated in a Toronto news- 
paper editorial that existing financial institutions are 
adequate for providing mortgage funds. Potential home 
owners and people in the building trades very definitely 
disagree with this statement. 


The article was written with a semblance of authority 
and appears quite reasonable, however it is exactly on a 
par with a young law student of my acquaintance who 
declares that because Savings and Loan Association in the 
United States and Building Societies in the United King- 
dom are successful this is no evidence that they could be 
useful or even succeed in Canada — both are good dialec- 
tally but fail to tell the whole truth. 


Puerto Rico had a similar but far worse condition of 
usury in this respect than Canada. It is now several years 
ahead of us in this development. They were paying 9% 
on first mortgages and second mortgages were discounted 
50%. The situation there has been corrected and now first 
mortgages are available at 6% for 80% valuation. 

Facts prove Building Societies and their offspring, the 
Savings and Loan Associations perform a very useful and 
specific purpose. Both are mutual non-profit associations; 
they pay a higher interest rate on deposits and make 
mortgage building loans at lowest current rates and at 
80% home valuations, thus eliminating the costly and 
discounted second mortgages. 

In the United Kingdom, assets of Building Societies are 
over $8 billion and they make 90% of all home loans. In 
the United States assets of similar Savings and Loan 
Associations exceed $63 billion and there they make 38% 
of all home loans. 

Yours truly, 
Lloyd Jaeger, 
120 Roxborough Street West, 
Toronto. 


* * * 


The charwoman in a bank was telling neighbours of her 
prowess in polishing floors. 

“When | started to work there, the floors was in bad 
shape. But since I’ve been doing ‘em,’ she said with quiet 
pride, ‘‘three ladies has fell down.” 


“Hobley, you’ve made your first sale!” 
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ROVING REPORTER 


Garth Webb, Harold Hare, George Calladine and 
Art Dedman, members of the CAREB Editorial Com- 
mittee, accepted assignments to search out opinions 
on controversial issues. These views will be published 
monthly. 


The opinions expressed herein are not necessarily the 
opinions of the editor or the body corporate of the 
Canadian Association of Real Estate Boards or its 
affiliates. 


GEORGE CALLADINE 


QUESTION: “Should a broker co-operate with another 
broker on an exclusive listing?” 

GORDON TODD— Hamilton: “A broker is legally 
bound to take all offers presented because of his contract 
under agency. In respect to a situation where a vendor 
reneges, it may be that the exclusive Broker should advise 
the Vendor that he is “able for two commissions — one 
to each Broker, if he does not want to co-operate.” 

BERTRAM TATE — Montreal: “All salesmen and 
brokers should co-operate to make sales, or not accept 
the listing.” 

HOWIE DELANO — Halifax: “Very definitely yes!” 

F. M. PHILPS — New Westminster. (President of the 
B.C. Association of Real Estate Boards): “A broker who 
does not co-operate with his fellow realtors, and trust 
them... is living in the past.” 

R. W. TELFORD — Toronto: “All brokers should 
co-operate to the advantage of the vendors. Co-operation 
sparks a broker’s salesman.” 

ROY ROGERS — Sault Ste. Marie (Chairman of the 
Co-op. Committee) : “Service and satisfaction to the fullest 
degree should be given every vendor. Its good public 
relations.” 

W. FRANK JOHNS, Calgary, (Executive Secretary of 
the Calgary Real Estate Board and President of the Board 
Secretaries’ Council): “Absolutely! The whole basis of 
organized real estate is co-operation —at all levels.” 

W. SANAGAN — Toronto (President of T.R.E.B.): “J 
concur with Mr. Johns.” 

JACK D. WALKER—Regina: Absolutely! Our 
business is to sell real estate!” 

ERNIE WILLIS — Moncton, (President N.B.A.R.E.B.) : 
“Yes, at his own discretion ... all other factors taken into 
consideration.” 

IRVEN J. UDY — Vancouver: “IJ think so. It effects 
the sale, which is the prime responsibility of the listing 
broker.” 








“It is the considered opinion of many that the day of 
the “lone Wolf” is gone. To be successful today, and to 
do a large volume of business, a Realtor needs the cooper- 
ation of his fellow broker. It has been found, at least on 
the west coast, and I see no reason why the ratio would 
not apply nationally, that the Realtor who consistently 
co-operates with his fellow Realtor in exchanging, almost 
doubles his income. By using cooperative transactions, 
a broker is able to have many more outlets and hence 
gives better service to his client.” 


—a N.A.R.E.B. quote 
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CANADIAN CHAPTER OF 
FIABCI OUTLINES BENEFITS 


In the November edition of The Canadian Realtor we 
outlined information concerning the newly-formed Cana- 
dian Chapter of the International Real Estate Federation. 
Since then, Bill Follows, Executive Secretary of C.A.R.E.B. 
has had innumerable inquiries about the organization. For 
the benefit of those who missed our November article, we 
pass on this information: 

The Canadian Chapter of F.I.A.B.C.I. (pronounced 
Fee-abh-see) was formed to give its members an -insight 
into the methods of conducting business on an international 
level. 

Here is how membership benefits you: 

1. By establishing contacts with colleagues in other 
countries. 
2. By arranging, with CAREB, study tours to European 
cities. 
3. By affording opportunity to meet foreign real estate 
people. 
4. By making possible appointments as delegates to the 
International Congress. 
By sending information about foreign real estate 
developments. 
6. By providing official representation for real estate at 
the United Nations. 
7. By developing meetings with Canadian Embassy 
officials abroad. 
8. By negotiating with people interested in international 
real estate investment. 
9. By maintaining liaison with the Department of Ex- 
ternal Affairs and other International Agencies. 
10. By attracting experts in the International field to 
address the National convention. 


Continued on page 24 — See F.1.A.B.C.1. 


or 


CANADIAN CHAPTER PLANS PARIS TRIP 


The International Real Estate 
Federation (F.I.A.B.C.I.) will 
hold its 12th Annual Congress 
in Paris, June 12th to 14th, 
1961. Plans now being laid in- 
dicate that a group fare-plan 
will be instituted whereby mem- 
bers of the Canadian Chapter 
will leave as a group ona T.C.A. 
jet leaving Montreal late in the afternoon of Thursday, 
June 8th — arriving in Paris June 9th. 

Members may either take a post-congress conducted tour 
of Europe, (tentatively being planned) or may return to 
Canada individually if they wish. 





COSTS 


AIR PASSAGE: Montreal to Paris and return . 
$496.80 (by Jet DC-8). This includes visits (at no extra 
cost) to Shannon, Dublin, Manchester, Birmingham, 
London, Amsterdam, Brussels, Edinburgh and Glasgow. 
HOTEL: $10.00 to $12.00 per person per day includes 
Continental breakfast. No definite plans as yet have been 
made for hotel accommodations. This will be reported in 
a coming issue of the Canadian Realtor. 

We have given you this information regarding the 
Canadian contingent’s plans for the forecoming congress 
early, in case you wish to plan this trip as your vacation. 

If further information is required, write to H. W. 
Follows, International Real Estate Federation, 109 Merton 
Street, Toronto 7, Ont. 
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ON TO WINDSOR 


The Kingston Real Estate Board commenced an “On to 
Windsor” Co-op Sales Contest to spark sales among their 
57-odd salesmen-members. 

The contest, which started in November runs through to 
February 8th, with the winner and two runners-up winning 
$150-$125 and $100 respectively. These prizes will be 
awarded at the O.A.R.EB. convention in Windsor, February 
19, 20 and 21st. 

Contest is conducted on a point basis. An approved 
co-op listing gains 2 points; attendance at an open house—2; 
listing sold—6 and sale—10. 


LETHARGIC BROKERS ANNOY MEMBERS 


Each month, the Canadian Realtcr editorial staff receives 
many board publications. Quite often, while examining 
the contents, we notice information which may be of in- 
terest to our readers. As an example, in the December 
“News”, the Montreal Board publication, we read a 
couple of “Beefs” submitted by two members. Both re- 
ferred to the lack of co-operation on the part of many 
listing brokers, some of whom appear to place any num- 
ber of obstacles in the path of the “selling” or “showing”’ 
salesman. 

One complaint dealt with the failure of listing brokers 
to provide sufficient information and the whereabouts of 
a key, when needed. If we are to read between the lines, 
some of the problem lies with the office girl, who, because 
of poor direction, inertia, lethargy or ignorance does not 
assist the inquiring broker as much as he should expect. 

For instance, if the “showing” salesman requires the 
key to a listing, he shouldn’t have to make several calls 
before he can trace it. To quote the member’s complaint 
—who has finally been advised to phone the listing sales- 
man’s home. He talks with the wife who says: “Leave 
your number and I'll try to interest Joe in calling you 
back after he has had a chance to digest his supper”. 

Not only is this annoying to the salesman, but shows 
a marked disregard for the rights of the vendor who 
should expect better service. 

* * * 

“Beef” number two deals with a broker who wishes to 
advertise a fellow broker’s co-op listing. The complainant, 
who has obviously had a refusal or two, claims that the 
whole idea of the Photo Co-op system is to give the utmost 
service to the vendor. If the listing broker guards the 
listing too zealously, the vendor does not get his full share 
of service. 

The complainant furthers his argument by claiming 
that there isn’t a company in the city capable of advertis- 
ing every listing that is brought in, therefore, why not 
let another advertise it? “Let others advertise (if they 
are willing to spend the money). If they sell the property, 
it is money in their pocket and your pocket too!” he de- 
clared. 


SASKATOON INSTALS ECONOMICAL SYSTEM 


The Saskatoon Board has installed a new co-op listing 
system procedure which involves the use of a polaroid 
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camera. In relating the use of this system, Bill King, 
Executive Secretary of the Board stresses its value to 
those smaller boards who handle from one to six listings 
per day. He feels that the smaller board, having to farm 
out the processing of listings to a commercial house and 
pay a fixed fee for this work, could save considerable by 
installing a system similar to that now in operation at 
Saskatoon, which is calculated to save them approximately 


25%. 


The Saskatoon system costs approx. $3.00 per listing 
which includes: film, paper, car allowance, labour, plastic 
sheets, developer and depreciated equipment. 

Any board wishing to examine the Saskatoon setup is 
invited to write W. E. King, Saskatoon Real Estate Board, 
100 Ross Block, Saskatoon, Sask. 


— FIABCI 
Continued from page 23 


Officers who were elected at the inaugural meeting, held 
during C.A.R.E.B.’s 1960 Toronto Convention are: 

Bert Katz, Ottawa, President; Hugh Shortill, Toronto, 
First Vice-President and Gerry Black, Toronto, Second 
Vice-President. Directors are: Bert Willoughby, Clifford 
Rogers and Peter Langer of Toronto and Mladin Zorkin 
of Nanaimo, B.C. 

All business meetings are held in conjunction with the 
annual Conference of C.A.R.E.B. (1961 meeting at Banff, 
September 4th). 

The next conference of F.I.A.B.C.I. will be held in 
Paris, June 12 to 14th, 1961. 

All members of C.A.R.E.B. are invited to join this 
Canadian Chapter. Dues are $25 yearly and registration 
can be made by mailing coupon found on page 26. 


MONTHLY CO-OP STATISTICS FOR NOVEMBER 1960 
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PERSON TO PERSON 


SR oS DD 





civic leader 
George A. McLean, a charter 


member of the Orillia Realtor’s Associa- 
tion has been elected mayor of that 
ae 


speaking of mayors 

. . the Toronto board recently honoured 

Nathan Phillips, Mayor of the City of 

Toronto, by presenting him with a scroll 

in recognition of his efforts in making 

his jurisdiction a top-convention city on 
the North American continent. . . . 


investment climate 
. the Trinidad government has im- 
plemented legislation that offers an 
extremely favourable climate for low- 
cost housing investment. The new Act 
guarantees the investor 90% of his in- 
vestment against default by purchaser. 
Mortgage rates are set at 642% with a 
1% service charge. A further incentive 
finds the investor gaining income tax 
relief from interest profits for a period 
of 12 years following date of trans- 
action. ... 


“idle money” 
. . . just outside of Washington, a realtor 
commissioned to assemble land for an 
industry, ran into a snag. A site vital to 
the project was owned by a widow who 
was reluctant to sell. Reason? The U.S. 
Government was paying her $3000 a 
year NOT to grow crops... . 


Date 
I 


national Real Estate Federation. 


tion. 
Signature 
Address 


Member Board 


MAIL TO: 
C.A.R.E.B. 

109 MERTON ST. 
TORONTO 7 


APPLICATION FORM 


CANADIAN CHAPTER F.LA.B.C.L 


hereby apply for 
membership in the Canadian Chapter of the Inter- 


It is my understanding that the Annual Dues are 
$25.00, of which $15.00 will be paid by the 
Chapter to the International Real Estate Federa- 


subversive influences 
. . Toronto school authorities had prob- 
lems a little different than the usual. 
They had to shell out an additional 
$28,000 because an old creek bed 
created engineering difficulties not cal- 
culated in original $1.8 million estimate 
for building the Duke of Connaught 
School. . . 


sports mall 

who said business and pleasure 

don’t mix? Jack Kent Cooke, owner of 
the Maple Leaf Baseball club presented 
plans for an unusual stadium to be built 
if Toronto secured a major league fran- 
chise. Plans call for a minimum seating 
arrangement of 35,000 with an eventual 
maximum of 50,000. Cooke’s unique 
proposal included 350,000 sq. feet of 
shopping mall on two levels of the 
perimeter to be leased to merchants... . 


quandary 
. In Reading, England, owners of a 
home were evicted for arrears. They left 
behind them twenty-seven cats who pose 
a ticklish situation for solicitors acting 
for the landlord. Under the Abandon- 
ment of Animals Act, 1960, it would be 
an offence to evict the cats... . 
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CALENDAR 


FEBRUARY 19th to 21st 


Ontario Association of 
Real Estate Boards 


WINDSOR, ONT. 


May 5th & 6th, 1961 
B. C. Assoc. Real Estate Boards 
NANAIMO B.C. 


SEPTEMBER 2nd to 6th, 1961 
The Canadian Association 
of Real Estate Boards 
BANFF, ALBERTA 


DID YOU KNOW? 
@ That you can take a trip by railroad 
from Paris to Korea? The trip is 9,100 
miles long and passes through seven 
countries, France, Belgium, Germany, 
Poland, U.S.S.R., Manchuria and Korea. 
It would take the weary traveller 12 days 
to make the trip. 
* * * 

“If all the economists in the world were 
laid end to end they still would not 
reach a conclusion.”’ 


— G. B. Shaw 


1961 CONVENTION LOCALE 


e 





Banff — Canada’s famed beauty spot will be the scene of 
CAREB’S 1961 Annual Convention. Plan to attend Sept. 2nd- 
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REAL ESTATE 
DIRECTORY 


GENERAL REAL ESTATE 


@ BARRIE, ONT. 
Rogers and Connell 
One Dunlop East (PA 8-5568) 
A. F. Rose, 
78 Tiffin Street, 
PA. 8-2379. 


@ BRANDON, MAN. 
Hughes & Co. Ltd., 
125 - 10th Street. 


@ BURLINGTON, ONT 
Canada’s largest town 

W. D. Hitchceox 

541 Brant St. NE. 4-2343 


@ CALGARY, ALTA. 
Burn-Weber Agencies, 
218 Seventh Ave. W 


Cote & Hunt Ltd., 
41 Hollinsworth Bldg. 


@ EDMONTON, ALTA. 


Weber Bros. Agencies Ltd., 
10013 - 101A Ave. 


@ FORT WILLIAM, ONT. 


Willport Realty Limited, 
Fort William - Port Arthur. 


@ NANAIMO, B.C. 


December Roses on the Blue Pacific 
Nanaimo Realty Co. Ltd., 
Nanaimo Realty Block. 


@ OSHAWA, ONT. 


Lucas Peacock, Realtor, 
556 Simcoe St. N. 


@ OTTAWA, ONT. 


C. A. Fitzsimmons and Co. Ltd. 
Realtors, 197 Sparks Street, 
Phone CE. 6-7101. 


P. Hubert McKeown, 
McKeown Realties Ltd. 
169 Somerset St. W. (CE. 2-4806). 


e PETERBOROUGH, ONT. 
Irwin Sargent and Lowes, 
441 Water Street. 


@ QUEBEC, QUE. 


Ross Brothers & Company Limited, 


P.O. Box 9 (Uppertown) 
LAfontaine 2-4091 


@ RED DEER, ALTA. 


Botterill McKee Cunningham Ltd. 
5002 Ross Street. 
Phone 2619 


@ VERNON, B.C. 
Mercier & Neil Realty Ltd., 
3302 Barnard Ave., 
LInden 2-4007. 


@ WINDSOR, ONT. 


U. G. Reaume Limited, 
802 Canada Trust Bldg. 
176 University St. West, 











General Real Estate Continued 


WINNIPEG, MAN. 
Arnovitch & Leipsic Limited, 
Four Sixty Main Street, 
WHitehall 2-3301. 


PROPERTY MANAGEMENT 


HALIFAX, N.S. 


Roy Limited, 
Roy Building. 


VANCOUVER, B.C. 


Blane, Fullerton & White Ltd., 
517 Hamilton Street. 


IND. SITES — PROPERTIES 


CALGARY, ALTA. 


Cote & Hunt Ltd., 
41 Hollinsworth Bldg. 


FORT WILLIAM, ONT. 


G. R. Duncan & Co. Ltd., 
121 May Street. 


HALIFAX, N.S. 
Roy Limited, 
Roy Building. 


REGINA, SASK. 


W. Clarence Mahon, 
350 Western Trust Bldg. 


EDMONTON, ALTA. 
Melton Real Estate, 
10154 - 103rd Street, Phone 47221. 


Weber Bros. Agencies Ltd., 
10013 -101A Ave. 


EXPERT APPRAISALS 


CALGARY, ALTA. 


Ivan C. Robison & Company, 
716-Fifth St. S.W. 
Phone AMherst 6-3475. 


EDMONTON, ALTA. 


Weber Bros. Agencies Ltd., 
10013 - 101A Avenue. 


OTTAWA, ONT. 


C. A. Fitzsimmons and Co. Ltd., 
Realtors, 197 Sparks Street, 
Ottawa, Ont., Phone CE. 6-7101. 


ST. CATHARINES, ONT. 
Andy Hawreliak, Realtor, 


Dominion Building, MUtual 4-2324. 


TORONTO, ONT. 


Chambers & Meredith Ltd., 
24 King Street West. 


WINDSOR, ONT. 


I. W. Thrasher Real Estate, 
1596 Ouellette Ave., 
Phone CL, 6-2335. 





TOP FLIGHT REAL 
ESTATE CONNECTIONS 
FROM COAST-TO-COAST 


@ General Real Estate 


@ industrial sites 
and properties 


ideal store locations 
rural holdings 
appraisals 


property management 


Rates for Advertising 
in the Real Estate 
Directory: 

3 lines — 12 issues $45.00 
3 lines — 6 issues ’ 29.00 
Additional lines $1.00 per issue. 

No charge for city and province lines. 


PROFESSIONAL 


LISTINGS 





Rates for Professional Listings 


ONE INCH SIZE 
For six insertions paepbiaedint .. $60.00 
For twelve insertions . 95.00 


FOR THE BEST INFORMATION 
ON B.C. REAL ESTATE 


Office buildings, industrial and revenue pro- 
perties, homes, building lots and sub-division 
Peete 


ite, wire or phone 
BOULTBEE SWEET & CO. LTD. 
555 Howe St., Vancouver, B.C. MU. 1-7221 





WE SELL THE SUN PARLOUR 
specializing in 
Appraisals, Sales, Industrial 
We like to co-operate — Call 


I. W. THRASHER 
1596 Ouellette CL. 6-2335 
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WESTERN CANADIAN 
APPRAISALS 


Arthur E. Jellis, M.A.I. 
ACCREDITED MEMBER: 

American Institute R.E.A. and 
Appraisal Institute of Canada 
MELTON REAL ESTATE LTD. 
Head Office, Edmonton, 
10154 - 103 St., Phone GA 4-7221 
Calgary, 534 - 8th Avenue West, 
Phone AMbherst 6-867] 


Vancouver, 1701 W. Broadway 
Phone RE 6-0411 
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NEW BOOKS FOR REAL 
ESTATE PRACTITIONERS 


MANAGEMENT FINANCE 
PLEASE ORDER BY NUMBER ON YOUR LETTERHEAD 


84 How to Help Your Salesmen 
Produce More Business . 
85 How to Close in Selling Homes 


SHOPPING CENTERS 


LAW SELLING 


ADVERTISING 
1 How to Get Profitable Listings 

Through Ads Woessner 
Real Estate Advertising N.LR.E.B. 
Successful Real Estate Advertising Morton McDonald 
Advertising Copy 
How to Use Classified Advertising 
to sell more real estate 


Vogel 
Arnold 


Hotchkiss a1 


Shopping Centers — Principles 
& Policies ' ; 
92 Mistakes We Have Made in 
Developing Shopping Centers 


McKeever 
McDonald 
Nichols 


APPRAISAL 


10 
| 
12 


22 


Appraisal Manual 

The Appraisal Process 
Condemnation Appraisal 
Handbook 

Appraisal Guide 


Appraisal Terminology & 
Handbook 

Appraisal of Real Estate 
How to Value Real Estate 
Manual of Appraisals 
Selected Readings in Real 
Estate Appraisal 
Valuation of Residential 
Real Estate 

152 Problems in Appraisal 
With Solutions 

National Construction Estimator 


FARMING 


Several texts are available upon request. 


FINANCE 


52 
53 


Agricultural Finance 
Elements of Accounting 

How to Finance Real Estate 
Farm Records & Accounts 
Real Estate Investments & 
How to Make Them 

Real Estate Office Bookkeeping 
Simplified 

Limited Companies & Their 
Accounts 

Canadian Accounting Practice 
Canadian Mortgages 


LAW 


60 
61 


62 


Real Estate Law 
Summary of Canadian 
Commercial Law 
Law of Contract 


MANAGEMENT 


65 


66 


67 
68 


How to Operate a Real Estate 
Business 

Principles of Real Estate 
Management 

Real Estate Management 
The Modern Concept of Real 
Estate Admin. 


SELLING 


75 


76 
77 
78 


Real Estate Salesman’s 
Handbook 

Sales Ideas that Click 

The Successful Salesman 
How to Sell Real Estate by the 
Sell-An-ldea Technique 
How | Raised Myself from 
Failure to Success in Selling 
Real Estate Selling Aids 
Selling Home Property 
Selling Real Estate 
Successful Real Estate Ideas 


Send order on your vetterhead to: 


McMichael 
Schmutz 


Schmutz 
Society of Res. 
Appraisers 


A,I.R.E.A. 
A.LR.E.A. 


Teckemeyer 
Boeckh 


A.L.R.E.A. 
May 


A.LR.E.A. 
Cal. Pacific Estimators 


W. G. Murray 
Ferguson & Crocombe 
McMichael & O'Keefe 
Efferson 


Hefti 
Ferguson & Crocombe 


Leonard & Beard 
Woodard 


Kratovil 


Anger 
Cheshire & Fifoot 


McMichael 


Downs 
Bliss & Sill 


...Calif. Assn. 


N.A.R.E.B. 
N.A.R.E_B. 
N.A.R.E,B. 


Cook 


Bettger 
King 

Geer 
McMichael 


...Prentice Hall 


Canadian Institute of Realtors 
109 Merton Street, Toronto 7, Ont. 


5.00 
2.75 
7.00 
4.50 


13.00 
6.00 
3.60 


6.75 
5.60 


$ 9,00 


2.75 
13.00 


GENERAL 


95 
96 


97 
98 


99 


100 


101 


102 


103 
104 


105 
106 


107 
108 


Culture of Cities 
Fundamentals of Real Estate 
Practice 

How to Plan a House 

How to Profit by Rehabilitating 
Real Estate 

How to Write Better Business 
Letters 

How to be Consistently 
Successful in Real Estate 
Introduction to Political 
Economy : 

Questions & Answers About 
Real Estate 

Real Estate Subdivisions 
Residential Real Estate in 
Canada 

Successful Publicity & Public 
Relations 

Urban Land Economics 
Neighbourhood Planning 
Leases — Percentage, Long & 
Short Term 


...Mumford 


.. Atkinson & Frailey 
Townsend & Dalzell 


Geer 
Frailey 
Russell 


Bladen 


Semenow 
McMichael 


Firestone 
Semenow 
Ratcliff 
Kostka 


McMichael & O'Keefe 


BOOKLETS 


109 
110 


11 
112 


115 
116 
117 


118 
119 
120 
121 
122 
123 
124 


125 
126 
127 


130 
131 
132 


133 
134 


How to Make Money Speculating 
in Real Estate 

Monthly Amortized Mortgage 
Payments 

Real Estate Traders Handbook 
Sale — Leasebacks & Leasing in 
Real Estate & Equipment 
Transactions 

Co-operative Apartments 
Direct Mail Pieces 

Double Your Dollars by 
Knowing the Answers 
Greater Profits from Listings 
New Business from Old 
Pitfalls 

Real Estate Advertising 

Real Estate Exchanges 

Real Estate — It’s Wonderful 
Real Estate Syndicates & 

How They Work 

Sales Ideas That Click 

The Successful Salesman 

The Modern Concept of Real 
Estate Admin. 

Pace of Progress 

Everyday Real Estate 

Hiring, Training & Financing 
Salesmen 

Estimating Market Price 
Learn to Trade 


Cadwallader 


Greenfield 
L.R.E.M. 
1.R.E.B. 


LLR.E.B, 
LLR.E.B, 
LLR.E.B, 
LLR.E.B, 
LLR.E.B, 
LLR.E.B, 
L.R.E.B, 


ARE, 
LR.E.B, 
LLR.E.B, 


Calif. Assn. 
N.1LR.E.B. 
N.1.R.E.B. 


N.1.R.E.B. 
N.1.R.E.B. 
N.1R.E.B. 


OTHER MATERIAL 


140 
141 
142 


143 
144 
145 
146 


Pamphlets: 

Helpful Hints for Home Sellers 

Helpful Hints for Home Buyers 

Helpful Hints on Using the Co-operative 

Listing Service eens 
Construction Pointers 
C.A.R.E.B. Realtor Cuts for letterhead, etc. 
C.A.R.E.B. Realtor Window Stickers 
C.A.R.E.B. Realtor Lapel Pins & Buttons 





